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Can Shoe Designs Be Restricted ? 


legislation in Washington solve all the problems 

of business. After the resale price bill comes 
the copyrighting of design bill to add to the present con- 
fusion of laws pertaining to merchandise. 

We happen to be a merchandising publication which 
does not look upon legislation as a panacea for all busi- 
ness ills. 

It really does not need a great degree of mental train- 
ing to grasp the idea that if the design-copyright bill 
comes out of the House Committee on Patents and 
sweeps into law, a complicated mess in merchandising is 
not far distant. 

For clean-cut origination, we believe all credit and 
protection should be given to genius, but for imitation 
and adaptation of designs that have existed in the past 
—an open field for the use and re-use is the only thing 
possible. 


ik is greater activity than ever before to have 


iy this wide world of pattern practically every con- 

ceivable circular and straight line has been used in 
footwear at one time or another during the past fifty 
years. The new law, if passed, will make the burden of 
proof as to the originality of a pattern not necessary, but 
will shift the responsibility to any defendant in a case at 
law which may follow. If the law should go through, 
we can see a constant stream of people coming to the 
RECORDER office to look through the million variable 
sketches that have appeared in our paper in forty-eight 
years. 

One of the reasons that made us change our editorial 
policy some ten years ago should now be cited. We 
then made a decision to show pattern sketches of shoes 
for their style valuation alone. This necessitated most 
radical action—the editorial elimination of the name of 
the manufacturer underneath the cut. 

We found it was absolutely necessary to treat pattern 
as “style” alone. If we continued giving credit to the 
maker of the sample that was sent in to us, how were we 
to know that it was the primary creation of the concern 
that built the shoe. Imitation of pattern was so easy 
that an original shoe might be imitated the day follow- 
ing its first showing, and our presentation of the shoe 


by the second house would almost give that house the 
badge of origination. It was absolutely impossible to 
keep the credit line clear, so naturally we did the one 
thing that solved the entire problem—we quit giving 
credit lines. 


HE Vestal Design Copyright Bill asks for something 

that the great artists of old would have ridiculed. A 
fine painting, a magnificent bronze and any creation of 
the human hand and mind was set up as an incentive 
for others to better. 

Modern designs become so complicated, their parent- 
age so involved, that we would dread a situation wherein 
a design copyright were issued without the necessity of 
proof by the originator that the pattern never existed 
before. 

The cardinal objections to the bill are: 

1. That the bill does not provide for search and exam- 
ination prior to registration. 

2. That it raises the wide question of what is an orig- 
inal design. 

3. That it interferes with retailers in selection of 
goods for sale to the public. 

4. That it tends to interfere with free competition. 

5. That it would entail a large amount of time in de- 
termining whether goods to be selected are infringe- 
ments. 

6. There would be thousands upon thousands of these 
copyright designs in the wake of the enactment of this 
proposed law. 

The United States Patent Office has difficulty enough 
as it is, with its million and one patentable articles, with- 
out bringing in the most difficult of all—design-copy- 
right. This would then lead to color shade registration 
and protection, and then business would be so compli- 
cated that the merchant’s time would be completely taken 
up with search of historical background of the goods 
rather than the desirable features of the merchandise as 
an article of immediate sale to a customer. 


MME Msllowore 


Editor 





AS PARIS SEES THE 


A Hellstern model in dark brown kid 

trimmed with brown patent leather. Note 

the open shank treatment and arrange- 
ment of strap and fastening. 


A pattern from Grand Boulevard in 
which patent leather forms the princi- 
pal material, with beige watersnake as 
trim. Designed for afternoon wear. 


Schiaparelli sponsors this street or spectator 

sport shoe in brown calf trimmed with a 

stitched tongue and lines of leather stitching 
worked out in an original design. 


and many indeed are the novelties being shown 
in the way of materials and colors, but little that is 
new in the lines and lengths.” 

Contemplating the dress season’s colors there is rea- 
son to state that blue is to be good and gray-blue even 
better, which means that both blue and gray shoes will 
be worn. Cornflower blue is the particular shade 
stressed by a number of the best dressmaking houses, 
along with every shade and color of the rainbow. And 
the rainbow tints, which are known as pastel, will have 
great vogue for sports, summer afternoon, and especially 
for evening. Of the pastels, pink and a very pale mauve 
are preferred. 

Then there is the pale pastel blue in laces, chiffons and 
tulles. The more misty, smoky blues will be developed in 
the etamines, tweeds and all the tricot weaves that 
promise to invade Paris as well as the tennis courts and 


M4 ‘ VHE dressmaking openings are now in full swing, 





golf links. The hyphenated family of jersey- 
tweeds and tweed-jerseys, so much alike and 
yet so different, have long since been found 
acceptable and will appear everywhere. With 
all these materials plain kid pumps, one straps or demi- 
oxfords made of the predominating color of the ensemble 
and trimmed with a contrasting kid in the color of the 
design will be worn. . 

Green, and all the fruit shades will be welcomed. Ripe 
banana, cherry-pale, apple-green, peach, plum and apricot 
are on the summer list with the sunset yellows, burnt 
orange and the purple of grapes with the bloom still on. 
Bright mustard and brick-red are being used with gray. 
Pale gray is certain to have a vogue in the accessories 
which will be worn with the blue ensembles; meaning 
that gray gloves, shaes, bags and stockings will be 
among the season’s best sellers. 

GRECO is showing a beautiful new collection for 
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SWIRL OF STYLES 


Marquise Uahdah de Bonis Interprets the —Mid-Season 
Openings from the Standpoint of Shoes 


spring and summer, all pumps and one-straps for day; 
pumps and sandals for evening. No more little insets, 
no more patchwork effects for this, always and for many 
years one of the very best Parisian bottiers. All Greco’s 
heels are high spikes, vamps usual length, toes more 
pointed than rounded. All models are relatively plain, 
with rare exception untrimmed vamps, quarters of con- 
trasting kid, shank strapped double mounting to single 
ankle strap; these straps are scalloped or 
straight, perforated or plain; heels match the 
back-quarter. There are several new models 
trimmed with two or three different colored 
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lizard on black patent, throat bordered with the bands 
crossing on vamp at throat. Sometimes these bands 
are shaped, at others straight and simply crossed. An 
afternoon pump in navy and gray kid, navy shank and 
quarter, gray vamp and heel illustrates the newest crea- 
tion to go with the blue and gray ensembles. The band 
practically on the vamp-throat is cut in one with the 
throat band which in turn is cut in one with the shank 
and quarter. The tiny gray tongue is a novelty. 
Brown and beige kid, trimmed kid in different shades 
of beige, white kid russet-beige trimmed, light beige 
and dark blue, cornflower blue, red or any shade of 


An evening pump of scarlet satin by Julienne, 

trimmed with four stripes of crepe de chine 

in four shades, mauve, purple, fuschia and 
aubergine, appliqued spirally. 


This decidedly new creation by Bunt- 
ing is a crepe de chine one strap slip- 
per with gold zig-zag applique trim 
and carrying a gold covered heel. The 
inside quarter is crepe de chine and 
outside quarter of gold. 


An evening slipper of Scintilla tissue, hand- 

woven, which is controlled by Marouf and 

is being worn by many smart women in 
Paris. It fastens with a jewel button. 








green are to be seen in the new Paris footwear. 

To go with any of the new linen tailor suits now being 
shown Greco has designed charming little shoes, one 
eyelet pumps, of white linen with hand painted flowers 
in the color of the suit (with all suits a white pique, 
organdie or linen shirt-blouse is worn). Bags and hats 
are being made of linen also. These linen shoes have 
colored kid heels and throat borders, one or two bands 
running around and ending in a ribbon bow on the instep. 
Another beautiful spring and summer model is of white 
and brown kid, a strapped 
pump practically all of white 
except the back-quarter and 
heel ; shank strap which goes 
over the instep, on outside 
shank from button a strap 
goes to the vamp-sole and to 
quarter; all the brown is 
perforated with the white 
showing through. 

Greco’s evening shoes are 
as usual very good to look 











or crepe de Chine heels and throat borders and tiny 
stitched vamp bows in a contrasting color. With black 
tulle frocks short moire evening coats will be the smart- 
est thing, and the coats are naturally in some bright or 
pastel color; shoes must match the coat and have black 
heels and trimming. 

Costa, as usual, is making the classic shoe, but in ex- 
quisite colors and materials, usually with bags to match. 
A crushed raspberry crepe de Chine (crushed raspberry 
is to be worn with the new flowered chiffon evening 
frocks), with crossed front 
straps and heels of silver; 
small bag of same crepe de 
Chine with filigree silver 
top. Purple antelope classic 
pumps have full Louis heels, 
and a purple bag with rock 
crystal handle and top cut 
in one. Grass green lizard 
is trimmed with bottle green 
kid. Brown leather pumps 
with lizard saddle strap di- 


at but he, like all the others 
with the exception of Ma- 
rouf, sticks to the usual tis- 
sues: Crepe de Chines, 
moires, satins, velvets and 





Above, an evening pump in 
beige crepe de chine made 
by Marouf for a mannequin 
at Lenief’s; below, a street 
oxford in brown kid or calf 


viding in two at the throat, 
each strap lacing on the in- 
step, vamps and heels of 
lizard. 

The Redfern mannequins 





gold or silver kid. The lat- 
est models have crepe de 
Chine vamps, colored as- 
sorted with frock, silver 
shanks, and quarters, crepe 
de Chine heels. Black satin 
has front quarter and front 
half of heels inset with silver 
kid. This model, a sandal, 
will also be made with white 
crepe marrocain insets, or 
pale pink satin, or in fact any 
color that goes with black. 

Something very new in the mode for evening is the 
wearing of black shoes with all-white ensembles. This 
I saw at the opening of the Russian Ballet, when all the 
smart Parisians turned out. The model from Netch 
was black crepe de Chine with vamp inset running to 
quarter and heels of black satin, and was worn by the 
Countess de Noailles, with a white lace frock, black 
velvet flower at the waist. Another very lovely woman 
all in white satin, short satin coat trimmed with black 
fox, was wearing black satin and velvet pumps with 
white heels. The stockings of both these women were 
pale flesh. 

A great deal of moire is being shown in dresses by 
such houses as Drecoll-Beer, Maggy Rouff, Lyoléne, 
Tollman, Lenief, etc. Afternoon as well as evening 
ensembles are made of this soft silk, in pastel colors for 
evening; blues, blacks and browns for afternoon. For 
evening moire shoes, probably plain pumps, with satin 





with patent trim piped in 
beige, by Bentivegna 








are shod by Marouf, not all 
in keeping with the costumes 
they wear, but, among the 
entire collection there are a 
few ensembles so special as to 
require special shoes and 
Marouf has made them. 
One frock is of gunmetal 
taffeta, very full godet skirt, 
very long; tight corsage, the 
taffeta has a large design of 
red roses scattered sparsely 
over it, a bunch of red roses 
on the left side at the waist, short red velvet evening 
coat with gray fox collar, and the sandals of “acier tissue” 
(gun metal cloth hand woven with dark gray and silver 
threads), have cut-out vamps and quarters, a silver strap 
runs from toe to ankle and passes over the silver ankle 
strap, a continuation of the silver throat binding; rose- 
red satin heels with tiny binding of silver and black. 
Hellstern’s real novelty is the Grecian sandal, of which 
I will write more fully in my next, and the day shoe 
is a four-eyelet oxford of alligator and calf, in any 
color, though the original model is in brown, with 
leather Cuban heel. The foundation is of alligator with 
a band coming from the shank and forming the vamp- 
throat and instep; a tip covering nearly all the vamp 
starts at the shank and is cut square on the vamp; there 
is hand stiching on all the calf. The kid afternoon 
pumps are all trimmed with contrasting reptile. 
[TURN TO PAGE 106, PLEASE] 
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Business—Up and 


The bottom of the business decline appears to 
have been reached, says Col. Leonard P. Ayres, 
Vice-President of The Cleveland Trust Co. and 


nationally recognized economist. 


VIDENCES that the bottom of the business de- 
K cline appears to have been reached are to be 
found in the increase of activity in the iron and 
steel industry, in the rapidly expanding output of the 
automobile industry, in the notable improvement in busi- 
ness sentiment, and in the increasing strength and activity 
of the security markets. General business is still sub- 
normal, but conditions do not appear to be getting worse 
in many lines, or in important ones, and they are cer- 
tainly improving in some that are fundamentally sig- 
nificant. 

General business recovery may, or may not, make rapid 
progress in the immediate future. We appear to have 
reached the bottom of the business valley, but we do not 
yet know how wide the valley may be. In the two most 
recent periods of sub-normal business, in 1924 and 1927, 
recovery began as soon as the bottoms of the declines 
had been reached, but in nearly all the previous recession 
periods definite recovery was longer delayed. It now 
seems probable that in this present case recovery will be 
prompt, but that is not yet sure. 

Business recovery will be achieved when the funda- 

mental lines of industrial ac- 
tivity get back to normal. 
This has not yet happened in 
the case of any one of the more 
important basal industries, but 
there are encouraging evi- 
dences that the process of re- 
covery is under way. In the 
diagram the four sections show 
the weekly changes since the 
beginning of last October in 
four of the most important of 
the fundamental industries. In 
each case the line shows from 
week to week the degree of 
activity as computed on the 
basis of the past records. The 
100 per cent lines show what 
would have been normal levels 
of activity, while the four 
irregular lines show the actual 
activity as percentages of those 
normals. 

The line for building is 
based on the value of contracts 
let in 37 states. It is most 
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irregular. At the time of the conferences of business 
leaders held in Washington following the stock market 
decline, it quickly rose well above the 100 level. Again 
just after the beginning of the new year it rose above 
the theoretical normal level. Since then it has declined 
again. Its general trend seems to be a rising one but 
not as yet decisively so. 

The diagram for car loadings shows the line running 
slightly below normal, and declining rather than advanc- 
ing. The volume of freight being delivered to the raii- 
roads is still relatively low, and the figures during recent 
weeks would have made an even poorer showing had it 
not been for the fact that the exceptionally severe winter 
weather has resulted in unusually large shipments of 
coal. The decline in the shipments of other forms of 
freight has been even greater than the diagram indicates. 

Activity in the iron and steel industry fell steadily and 
rapidly from early October to the second week of Janu- 
ary. It then turned up, and has made sustained progress 
since that time. This is the most hopeful indicator that 
we have that a real turn for the better in industrial 


activity may have been reached. 

Automobile production was 
still at a high level last Octo- 
ber, and its decline to the third 
week of December was swift 

Since then there 


and drastic. 
has been a considerable recov- 
ery to levels that are still well 
below normal, but which may 
probably be bettered during 
the weeks just ahead. This 
recovery is largely due to the 
activity of the Ford and 
Chevrolet plants which have 
ambitious schedules for Febru- 
ary and March. If these 
schedules can be adhered to 
they will go far toward insur- 
ing a general recovery of busi- 
ness activity by spring. 

The growing optimism of 
business sentiment during the 
past month has been largely 
based on the steady increase 
of activity in the funda- 
mentally important iron and 
steel industry. 





ADVENTURES IN 


A STYLE CONTROL RECORD PLAN 


The Style Record, illustrated 
above, prevents duplication of pat- 
terns by providing a drawing of 
each style as it is purchased. This 
handy little book slips into the 
pocket and will reinforce the best 
memory. 

Listing all shoes “on order” in 
the manner illustrated at the right 
shows exactly what colors and types 
are needed to have a perfectly bal- 
anced stock. P stands for pumps, 
S for straps, T for ties. 





What’s the condition of your stock? 


Is it well cleaned up, or heavily loaded with obso- 
lete styles, broken sizes and odds and ends of doubt- 
ful value? 


Does it consist mostly of styles that sell quickly, 
giving you turnover? 


Or, is most of your business done on a few styles, 
while the rest of your stock remains stagnant, tying 
up capital and increasing overhead and obsolescence? 


Usually, we suspect, a store’s stock is about as good 
or as bad as its record system. 


In this installment of “Adventures in Merchandis- 
ing,” Mr. French presents some practical pointers 
on phases of this subject not covered in the aver- 
age stock control system. 








STYLE Controt CHART 
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MERCHANDISING 


Article IV in a Series By MURRAY C. FRENCH 


OWMAN & SON had just received their first 
B shipment of spring shoes and a sample of each 
style was laid out in the office for inspection. 

When he had looked them all over Jim Bowman shook 
his head and remarked: “Style control! Style control! 
That’s what we need around this shoe store!” 

“What do you mean—style control?” Charley asked. 

“We have a Stock Control plan—on paper—under 
which we try to have enough but not too much stock. 
But we have to depend on our memory too much as to 
styles, consequently we often find we are bought up in 
quantity before we have our style needs covered. After 
the season opens we always find we have overlooked some 
very necessary item.” 

“But I thought our Picture Book (Fig. 1) was tak- 
ing care of that problem,” said Charley. 

“The Picture Book is indispensable but it doesn’t go 
far enough. It... .” 

“Hold on there, boys! What is this Picture Book ?” 
interrupted Elmer Young, a shoe merchant from Fair- 
field, who often spent a day or so with the Bowmans. 

“Elmer, this Picture Book is just the handiest little 
thing that ever came into a shoe store. You see, it’s a 
standard loose leaf size, 334 by 634. We draw a picture 
of every shoe we buy. We list the materials ordered and 
put down all the other information about the style. 


“ HE book is so small it slips right into the pocket 

and its information prevents duplication of pat- 
terns. It’s much more handy than having the picture 
on the order itself.” 

“Say, that is an idea,” Elmer exclaimed. “I’ve always 
had trouble remembering patterns. For instance, I’ll buy 
somebody’s Elsie in brown kid and Thelma in black. In 
a week or so, when I want to buy another line, I can’t 
remember for the life of me whether Elsie is the closed 
up tie or the bow pump. But how did you ever learn 
to draw so nicely?” 

“Simple when you know how. In one hour a day for 
two weeks anybody can do as well. You see there are 
two outlines, one low heel, one high, printed very faintly 
in light blue. It’s no trick to copy the outline and change 
it where necessary. Besides, you don’t need to be as 
good at it, ahem, as I am. Just a bare suggestion will 
recall the pattern to mind. 

“Here’s another use. Whenever we are interested in 
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a pattern but decide not to buy it just then, we draw it 
and put down all the details. Then we leave it in the 
book to compare with other lines that come along. Why 
trust to memory when pencil and paper are so cheap? 

“Then in the front of the book is our budget plan all 
laid out. We never go to market or even to a sample 
room without the Picture Book. You know how mean 
you feel when you go to a sample room, half way decide 
to buy a shoe, then come back to the store and find out 
you haven’t room for it. With a Picture Book you can 
decide intelligently on the spot.” 


" HEN I suppose when a style is delivered you take 
the picture out of the book.” 

‘No, we leave it in till the end of the season. There 
is no reason for taking it out and it reinforces our 
memory. But say, Dad, I don’t see yet what you mean 
by style control.” 

“The Picture Book is a great thing but it shows only 
what we have bought without calling our attention to 
what we have omitted. It shows pattern and heel at a 
glance but does not show color, which is more important, 
nearly so plainly. 

“The point is,” Jim continued, “that a woman buys 
shoes with color in mind first, heel second, and pattern 
third. You can switch her pattern ideas fairly easily— 
if the color is right. You can often sell her a heel she 
doesn’t like—if the color is right. But if the color is 
wrong no amount of heel-rightness nor pattern-perfec- 
tion will make the sale. 

[TURN TO PAGE 108, PLEASE] 
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Sixty Days More 


HE first stress and strain is over. The bursting 
of the financial bubble last October struck terror 
into the financial world. The immediate action of 
President Hoover had the effect of steadying minds so 
that business at least would mark time for the balance 
of 1929—making no overt act to reduce employment. 
The months of January and February have been 
constructive months. They have been months of prog- 
ress also. Some of the major industries of our coun- 
try, having hit the bottom, are now on the up and up. 
Read what Col. Ayres has to say in this week’s issue. 
So far so good. But the work is not yet completed. 
The real push must come in the next sixty days. 
Reassurance comes from Secretary Davis that unem- 
ployment is on the decrease and that before long there 
will be a job for everybody and no man need voluntarily 
stay unemployed. There is now a need for constant, 
daily attention to the upbuilding process. 

Rest assured that the American public has accepted 
Herbert Hoover’s economic statements in the spirit that 
if he could feed Belgium and Russia under the stress of 
war he certainly can keep things level in America under 
1930’s standard of prosperity. 

There are many ways to help. One of the best is 
through modernizing stores and methods. It is pos- 
sible now to reequip stores—buy a new showcase, in- 
stall modern lighting and renovate shelves and other 
things. Stores must be modernized anyway so why not 
do it now? Major costs can be spread over a period 






















Minor improvements can be done out of 
The public is being asked to paint 
The response 


of years. 
present earnings. 
and build and keep working men active. 
is very encouraging. 

If each of us can do some little part within the 
capacity of our stores and our homes and with due cau- 
tion as to costs, why then we will be sustaining things 
for the next sixty days. Then expect the bulge of 
spring buying and the normal activities of a regular 
year. 

Men make problems—but problems make MEN. 


aa 


A Shoe Store Influence 


MINISTER visited a new, modernistic shoe store 

and after viewing the daring colors and design, 
threw up his hands and exclaimed: “What would I 
not give for a church like this!” Then he went on to 
expound the most astonishing doctrine of hope for 
newer, brighter, cheerier churches. . “Our buildings 
are gloomy and depressing,” he said. “Our auditoriums 
are like sepulchers and our congregations are saddened 
and let down by their environment. We must have 
color, good cheer, brightness and uplift in our churches 
if we are to do our work as intended.” Surely it is to 
the credit of a shoe man if he inspires such sentiments 
in a preacher and brings forth such revealing thought. 
The parson is right. We need colorful life in church 
or store. Let’s have more and more of it. Color ap- 
preciation is a contribution of the modern age. 
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Credit Due 


HE success of last year’s Foot Health Week and 

the anticipated interest already in this year’s Foot 

Health Week bring to mind the great fundamental 

effort toward foot care promoted by Dr. William M. 
Scholl of the Scholl Mfg. Co., Inc. of Chicago, Ill. 

We remember as far back as 1914, at a time when the 


lasts and shapes of shoes were physical impossibilities, ° 


he was fighting the fight for foot health then. His 
was the first Foot Health Week back in 1924, and year 
in and year out, week in and week out, day in and day 
out, he and his organization are fighting for better foot 
health. 

The foot health drive that is sponsored by the 
RECORDER is one that all can enter. It is an altruistic 
effort and its success depends upon the breadth and 
sincerity of every store and every merchant cooperating. 

Each merchant must plan his week to fit his needs. 
The majority of stores work on the basis of a Foot 
Health Year, with this one week, April 20-26, as a 
high point of effort. 

The fact remains that the human foot as well as the 
human body is at a low point in spring time. A severe 
winter reduces the resistance of both body and feet. 
Catching the public at the low point, with the right 
sort of shoes, the right sort of foot treatment and 
the right sort of helps to foot health, serves to make 
the American public more 
efficient and far healthier. 


old and want to quit. They have no desire to make 
more money. The business must pass with them be- 
cause they have trained no young men to take their 
places. There is no one to carry on. Their sons have 
gone into other fields with the full aid and consent of 
their fathers. Their organization was made up of time 
servers and salaried executives who had no interest 
financial or sentimental in the business. Only the 
owners were concerned with the life of that fine old 
house. What a tragedy! A great store closed down 
and dozens of people put out of employment. A great 
name passed into oblivion. Good will worth thousands 
made worthless. Such things happen all too frequently. 

Are you proud of your name and the standing of 
your concern? Would you have it continue after you 
are gone? Then say to yourself: “This fine old tree 
shall not wither, neither shall it be cut down.” Take 
some young men in with you and train them to succeed 
you. Instill into their minds the thought that their 
hands shall take the torch when it falls from your hands 
and carry it on and on. You can leave no finer 
memorial than a going concern that gives youth its 
chance and assures gainful employment to future 
generations. 


te 


The practice of advertising a concern as occupying 
an entire building in the conduct of its business, when 
it only utilizes a part of the building, creates an 
erroneous impression upon 
the public trade. The 








You can start your Foot 


Federal Trade Commission 


Health Week any time, any 
place, anywhere. 


at 


Will Your Store 
Live? 


T is a_heart-breaking 

thing to see a fine old 
retail concern liquidate and 
quit business. We see such 
a one passing out after 
nearly 75 pears of honorable 
and successful dealing. The 
members of the concern are 
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BEAT YESTERDAY! 


It’s a thin black book—“Beat Yester- 
day’— 

You’ve seen the Boss as he scowls 
away, 

Brow furrowed, hands beating a tattoo 

As he sees the work he has got to do. 

It’s a book that has caused no end of 
care, 

And grayed more hairs than you're 
aware. 

Figures don’t lie—they too plainly 
say: 

“You've got some job to Beat Yester- 
day!” 


But for every frown, there’s a smile 
there, too; 

And somehow, we do what we have 
to do. 

The harder the job, the greater the 
thrill 

As we make the grade, handicapped, 
uphill. 

The Gods may be scanning our rec- 
ords, too: 

Beat Yesterday! 
me and you! 


What an aim for 


Geo. A. WEBBER. 


[Copyright, Boor anp SHop RecorpeErR, 1930] 

















combining THE SHOE ReraiLsEr, Feb. 22, 1930 41 


has taken action on the mat- 
ter and individuals so ad- 
vertising are being forced 
to discontinue the practice. 


* * * 


An effort is to be made in 
Germany by the clothing 
trades to dispose of all sur- 
plus stocks, seconds and 
remnants through one 
source. The proposed 
“new” company will also 
take over all stocks of 
bankrupt concerns in order 
to prevent a disturbance of 
the market. 


























































































Tell the Public 


Change 


HAT a designated week to con- 
centrate on the promotion of the 
care of the feet is essential to 
good health is proved by the continued 
mention of feet in the news of the day. 
As an illustration: Dr. Olga Strastny 
of Omaha, Neb., official physician to 
America’s organized and professional 
women, stressed the importance of foot 
relaxation in an address before business 
women last week. 

Dr. Strastny said, “Women will be 
abler executives when they learn to 
relax. Women will never have achieved 
emancipation until they can relax, at 
ease, with their feet higher than their 
heads.” 

Dr. Strastny has had experience in 
being a boss. She stoutly maintains that 
women will be abler executives when 
they tilt back in their swivel chairs and 
place their feet on the desk during their 
in-between conference moments. 

“An hour or so of rest, with feet up 
—complete relaxation,” is her profes- 
sional prescription. “A chance for the 
heart to be relieved of pumping all the 
time in erect posture. Less pressure 
on those veins that too often become 
varicose. Less general loginess. And, 
yes, less thick ankles. The upward 
stretch will exercise the ankle muscles.” 

Dr. Strastny does not welcome the 
new long skirts, which would hamper 
the feet-on-the-desk movement. 

“The dress of the last few years has 
been ideal,” she says. “No corsets to 
cramp, no waist line to draw in. Ex- 
posure of arms and legs to the ultra- 
violet rays of the sun—all have tended 
to keep modern women in pretty good 
trim. With a few more vitamins to add 
Greek curves instead of the slat silhou- 
ette, we would have a glorious race.” 
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Your Shoes at 


In the medical world the words of Dr. Strastny carry 
weight. She is president-elect of the Medical Woman's 
National Association and health chairman of the Busi- 
ness and Professional Women’s Clubs. Six feet tall, an 
Amazon of strength and intelligence, she was one of 
the amazing feminine figures of the immediate postwar 
era. 

In complete command of 10,000 Armenian refugees 
on Marconissi Island when Smyrna flamed, she had a 
guard of 250 Greek soldiers to do her bidding. She 
cleaned up, deloused and cured the refugees of their 


ll, 3 and 7 


arches give spring to our motions, take the shock out 
of each thump as the foot strikes the ground and the 
weight of the body is shifted from one leg to another. 
The arches also serve to protect the nerves and blood 
vessels which run under them. 

There is a more important phase to feet. 
also think of the feet as the foundation of the body; 
that is in relation to our general health. Think for a 
moment how completely disorganized we become when a 
corn hurts, how one’s temper becomes changed; the 
sunny disposition becomes clouded with grouches; the 


We must 


contagious diseases before they were 
allowed to settle on Greek soil. 

The entire key to health, this authority 
maintains, is the care taken of the feet. 

What does common sense tell us about 
the care of the feet To make a good 
beginning, tonight when you get ready 
to go to bed, get acquainted with your 
feet. Take a good look at them and learn 
to appreciate them as you should. For 
right here—below your ankle—is a piece 
of anatomic engineering structure the 
like of which you can rarely find in the 
outside world. Bend your foot, twist 
it, and turn it, see how smoothly it 
moves, how strong it is. 

There are twenty-six bones there, 
connected by more than four times as 
many ligaments. There are enough 
muscles to make miserable the life of 
the average medical student who must 
learn to know every one of them. 

This complicated mass of bones, liga- 
ments, muscles, tendons, blood vessels, 
and nerves is beautifully arranged so as 
to enable the foot to comfortably bear 
the weight of the body and to enable us 
to walk, run, and jump with ease and 
grace. 

The foot is constructed on the plan of 
a double arch, one arch running the 
length of the foot and the other arch 
across the foot near the toes. These 
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Women Should Change 
Their Shoes at 11, 3 and 7. 


Show Complete Wardrobes 
of Correct Shoes 


Women can have complete 
shoe wardrobes of correct 
shoes in sgpringtime. Stur- 
dier shoes for home use and 
walking, trim tailored shoes 
for afternoon and dainty 
slippers for evening wear— 
all changed thrice a day—to 
maintain comfortable feet. 

It is not necessary to be 
without the comfort and 
support in different types of 
shoes. If women would 
change shoes often they 
would find better foot com- 
fort, because they are on 
their feet nearly sixteen 
hours out of every twenty- 
four. 


boss finds everything wrong and the 
stenographer develops a deaf ear and an 
absent mind. That is putting it in a 
light vein. 

Seriously, however, bad feet handicap 
and tax our strength. Bad feet affect 
our walk and posture and also our effi- 
ciency. They make us clumsy, tired, 
ill-tempered, and inefficient. All this is 
easily prevented. An easy, comfortable, 
well-proportioned shoe, stockings that 
fit, a little extra washing, and periodical 
examinations by a Podiatrist will re- 
sult in better foot health and increased 
efficiency. 

Efficiency commences with Foot 
Health, and Foot Health requires well 
fitting and plenty of them. 
Change your shoes at 11, 3 and 7, by the 
clock. 

The average person spends at least 60 
per cent of his life with his feet in action 
or ready for action. He is foot un- 
He is 


shoes, 


conscious only when he sleeps. 
foot conscious all of the waking hours 
of his allotted span of life, be it three 


score and ten, more or less. Put the 
feet in jail for that period, and where 
does a man get? Keep them in hospital 
condition for that period, and where 
does a man get? Keep them in the best 
condition possible, and a man gets a large 
measure of joy in living. 
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ERE is a message that you would do well to 
H bring before every industrial worker in your 
town. 

The foot is one of the most abused parts of the body. 
Pounded against hard sidewalks thousands and thou- 
sands of times each day, yet carrying all of the weight 
of the body, our feet usually serve us faithfully until 
neglect and abuse breaks them down and deforms them. 
Then when there are corns, both soft and hard, bunions, 
calluses, and fallen arches, we begin to appreciate and 
yearn for the joy and pleasure of normal, healthy feet 
and painless walking and standing. 

The proper care of the worker’s foot is a matter of 
willingness and a little intelligence. Cleanliness is a 
basic need. Roominess of shoes and stockings is also 
of first importance. These, with proper exercise and rest 
for the feet that are called on to do much work, make 
up all of the points that are 
really important. 

Let’s consider each one a 
little more in detail. First 
there is cleanliness. Every- 
body appreciates that with- 
out much explanation. The 
feet, however, need more 
frequent bathing than the 
rest of the body. That, too, 











THE WORKING FOOT 


Shoe Men as Advisors in Industrial Plants 


is easy to understand. All day long the foot is encased 
in an almost airtight covering. The skin is rubbed and 
thumped, the foot sweats, and the oil glands pour out 
their oily secretions. These secretions soak into the 
stockings and in time add to the general difficulties 
which the foot must overcome. Now, when the day is 
done, if the foot is given a warm bath the accumula- 
tions of the day are washed off and the skin of the foot 
is free to “breathe” again. A change of stockings and 
shoes helps much, and incidentally is said to make shoes 
last longer. 

More important even than cleanliness is roominess of 
footgear. Roominess of shoes and stockings is most im- 
portant. The foot is pliable and allows itself to be molded 
very easily. If the shoes are not roomy, and therefore 
do not allow the free play of the foot, many serious 
conditions result. The foot muscles grow up weakly, 
the bones of the arches are shifted from their normal 
positions, bunions result and the toes have a tendency to 
overlap. Such a foot is weak, deformed and painful. 

Make sure that the shoes and stockings you wear are 
roomy, allowing all toes to spread out without being 
cramped. 

Exercise and rest are also important in the hygiene of 
the foot. Policemen, letter carriers, salesmen, clerks, 
mechanics, and others who must stand or walk a good 
deal during the day, should rest their feet when they 
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’ | NEEDS SPRINGTIME CARE 





Foot Efficiency Can be Developed by Periodic Examinations 





eS 





STANDARD FOOT SURVEY EXAMINATION RECORD 





NAME 


Date 192 No. 





ADDRESS 








DEPARTMENT. 
Weight Nationality Race 











Sez: M___ —s Height 





Pain in feet or legs when walking 


Complains of 


State exact location of pain 








Fatigues when walking 


Disinclined to walk or do gy 











EXPLANATION 





Mode of Walking 
Toes in Short 


Style of Shoe 
Pointed Corns 








Toes out _________| Long 





Semi-pointed Call 








Correct Narrow__ 
CARRIAGE Wide 


Orthopedi Verruca 





Pr 














High heel Ab 1 nails 
Socks 





Good Correct 
Size worn 
Poor. Size needed 














Skin lesions 





Short 








Hyperidrosis, 
Long Snbieeh 

















Correct Note-State location of the first five defects. Use abbreviation. 








DEFORMITIES AND MECHANICAL DISTURBANCES 





Strained Foot R 


Weak Ankles R 


Restriction of 








Acquired Flat Foot R 


Weak Foot R 


Flexion L 











Congenital Flat Foot R 


Hallux Valgus R. 


E 








Club Foot (type) R 





Weak Anteri R 


Halluz Rigidus R 











H Toe R 








Eversion 


L 
Inversion L 
L 











RECOMMENDATIONS 





REMARKS 


DOCTOR 








Bureau of Public Foot Clinics 





NATIONAL ASSOCIATION OF CHIROPODISTS 


Dept. of Educational Research 
Copyrighgad 1929 





sed can by weari i > 

Ss by earing slippers. On the other hand, those Foot Health Week Features 
an who sit at a desk or work at a bench all day had 
out better try to get in about three miles of walking Sunday, April 20—Foot Health Sections in 
the every day out of doors. newspapers, editorials, radio talks, and 
“a opening of contests. 

: Monday, April 21—Foot clinics for indus- 
mang ANY people suffer from fallen arches. This trial employees, talks in public schools, 
ila- : : . examination of the feet and fitting shoes 

is not hard to recognize. A simple way to to Governor, Mayor, and city, town and 

Zo find out is to moisten the sole of the foot and to set oa a, Radio talks by public health 

in m ors. 

- it down on a newspaper. The normal foot makes an Tuesday, April 22—Foot analysis of police 
impression which is thin in the middle and bulges at and letter carriers, and talks to them on 
ho iil ena The flat f ; ‘ ; foot health. Radio address by presidents 

F the heel and toes. Ihe flat foot leaves an impression of State associations and podiatrists. Foot 
he which is almost the same width throughout the clinics for welfare cases. 

_ entire length. We must remember, however, that a pe = April 23—The nurses in hos- 

Jed 5 pital schools will view a stereopticon lec- 
there are some few people who are born with flat ture and assist in foot examination of 

ore . . . taxi drivers. Presidents of community 

_— feet and who heat not discomforted by this condi- health associations will present radio talks. 

, tion. The majority of the people with flat feet feel Thursday, April 24—Illustrated talk to 
my, various pains and aches, and in addition become parent-teachers’ associations, mothers 
nal al : clubs. Foot inspection of school children. 

very tired after a little walking or standing. The Radio message by Police Commissioner. 

ankle of the foot is turned inward and one can — eo 25—Lectures at industrial 

ul. . plants, toot inspections of employees. 

tell the flat foot by the way the shoe is worn down Radio talks by physical directors of public 

are on the inner side of the heel and sole. schools. Judging of foot health slogans. 
ing I tti ‘Is. it is b h ioh Public welfare clinics. 

n cutting nails, it 1s best to cut them straig t Saturday, April 26—Foot treatment for 

‘ across and not rounded at the corners. This pre- school children. Judging of essays. Aware 
me) . : of prizes. Search for policemen with the 
. vents ingrown nails. If cracks or fissures form oat at Ata: Chaaesien of Geman 
pas, in the skin between the toes the foot should be and children in foot contests. 
ood carefully washed and cotton placed between the  S¥"day, April 27—-Newspapers will announce 
hey winners and publish prize essays and pic- 

y [TURN TO PAGE 106, PLEASE] cures. 
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A New Responsibility 1 4 4 


AAA in Fitting 


E have come to realize 
that the foot is _ not 
merely the end of the 


leg; it is an organ designed for 
holding the weight of the body 
in such a way that there is resili- 
ence, a shock absorbing quality 
which protects the body from jar 
and provides a continuity of loco- 
motion. - 

The object of the shoe is to 
cover and to protect the foot. So 
much has been written on this 
subject in the press of the coun- 
try during the past ten years that 
the public has come to demand of 
the shoe salesman much more 
than simply selling shoes. He is expected to fit feet in 
such a manner that the deformed and painful conditions, 
so common at present, will be prevented. 

When a person’s feet are uncomfortable it is the 
natural thing to relieve them as much as possible. Fre- 
quently, without realizing it, a person avoids walking 
or other exercise. From lack of exercise the muscles 
lose tone, the circulation becomes sluggish, the general 
health of the body as a whole becomes impaired, all be- 
cause of feet fitted improperly. Thus, the body is only as 
healthy as its feet. 

When you realize how important the feet are to the 
health and well-being of the individual, it is easier to 
understand your responsibility to the public. The shoe 












fitter is looked to as a shoe spe- 
cialist, and for this reason he 
should know the underlying prin- 
ciples of the foot so that he can 
judge the proper shoe require- 
ments of the customer, fit shoes 
correctly, explain and demon- 
strate shoes successfully, be 
familiar with common foot ail- 
ments (not to treat them but to 
explain their causes), and com- 
petent in fitting shoes on the 
prescription of podiatrists and 
orthopedists. 

With this ability the shoe spe- 
cialist may rightly be classed as 
a professional person—deserving 
of the title shoe orthopedist. The fitting of shoes is a 
profession equally as important as fitting of glasses. 

It has been conservatively estimated that 90 per cent 
of people in every walk of life have some form of foot 
defect. When of mild nature, shoes fitted properly 
relieve existing conditions and prevent oncoming de- 
formities. In these cases the shoe fitter needs a depend- 
able knowledge to fit the foot correctly. 

There are customers who prefer style to comfort and 
insist upon the latest model and a size regardless of its 
suitability for their feet. You are obliged to sell them 
health as well as merchandise, and here is an opportunity 
to ably give the customer, in a simple convincing way, the 
reason why her particular foot should be fitted to a siz« 
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The message of FOOT HEALTH WEEK in April was first flashed in 
the “Boot and Shoe Recorder” of January 25. In less than one week 
hundreds of retailers from all points of the compass had written, wired 
or aif-mailed their pledge to conduct a Foot Health Week in their 


stores April 20-26, 1930 



































and model other than 
the one pleasing to her 
eye. The doctor can- 
not always sweeten the 
bitter medicine. You 
must fit feet and not 
eyes. 

Fitting of shoes is a 
science and the fitter of 
shoes must be depended 
upon to gain and to 
hold the confidence of 
the public. 

The shoe fitter stands between the customer and shoe 
comfort and should have the ability to fit shoes on 
abnormal as well as normal feet. Through schooling 
and experience he can qualify, as do those of other 
equally important professions, to become a conscientious 
individual who adheres to the most approved ethical and 
scientific precepts, and by whose hands a nation may 
safely be shod. 

With the majority of foot ills directly traceable to 
shoes fitted improperly, the responsibility for the well- 
being of those organs of balance, locomotion, and shock 
absorption is within your domain. 

Foot troubles, already classified to the number of a 
score and more for ordinary afflictions, and distressing 
a very large percentage of mortals (facts and figures in 
this matter having been presented in the RecorpeR of 


Jan. 25), are only a starter on the real story, for foot: 


troubles mean also trouble with the heart, the lungs, the 
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digestive and 
even the mental facul- 
ties. 

The have 
succeeded in telling the 
world that many bodily 
ills arise from neglect 
of the teeth, and the 
oculists are succeeding 


organs, 


dentists 








in doing likewise as re- 

gards the eyes. But the 

shoemakers have yet to 
start poor old humanity to thinking that a lot of its 
suffering is due to neglect of its feet and footwear. 

There’s a world of truth in the saying, credited to 
Lincoln, “How can I think when my feet hurt.” The 
mental faculties cannot function clearly and accurately 
when the nerves of the feet are carrying messages to the 
brain calling for help. 

Of course, many a heedless mortal says “why worry? 
My shoes hurt my feet. But I guess I can get along. 
Why spend my money for a new and better pair?” 
Certainly she can get along. The race, being tough, 
can stand all sorts of abuse. But what’s the sense of 
getting along without and suffering, when one can 
get along with and rejoice? The 
neglected members of the body, and most everybody 
takes it for granted, which is tough on the shoemakers, 


feet are the most 


and will continue so until they and the shoe merchants 
and shoe fitters start the multitude to thinking of the 
health of the feet, and, also, of the mind and body. 
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Best’s introduces 
QUARTER SIZES IN 


WOMEN’S FOOTWEAR 


providing the in-between size. that 
thousands of women have needed 


“If only: there” were a size in between the four 
“and” thie four and a half’—how often you've said it 
how often we've heard it! And always in the 
past the thousands of women to whom this applies 
have _ been , forced ,to, cake, the too-large shoe, or 
cramp their-feet unnaturally in the too-small one. 
For shoemakers have never been able to grade their 
sizes finer chan half-sizes. 


Now, through the co-operation’of this ‘country's 
leading last-maker, Best's achieves the long-wanted 
quarter size. Over four months study have been 
put on it, and more than fifty pairs of shoes 
made and discarded in the course of the experiment. 
Even now the measurements are $0 finely ; figured 
and require ‘such ‘precision of workmanship that 
they must be made by hand throughout and only a 
few pairs tan~be produced in a day by the most 
highly skilled worker. 





the first to wear the new quarter-size opera pump 
and know such perfect comfort as you have 
never known before. 


The"emart® woman" pill welcome quarter sizes for they 
insure thyt perfection of ft which is the kevnow of chic. 


OPERS PUMPS IN PATENT LEATHER OR 


NAVY KID—1250—WITH HIGH FRENCH HEEL 


~~ Best & Co, -— 


Fifth Avenue at 35ch Sereee—N. Y. 
Palm Beach 


, 
| 
| 


ee ——————————— 








We are not particylarly indignant at 
Best & Co. for reviving the old idea 
of the quarter sizes—instead our ire 
is aroused at the subject itself. 

We have found that imitation of 
anything new in advertising sweeps 
the country without thought as to its 
effect upon the trade. Young adver- 
tising men in other parts of the coun- 
try will seize upon the idea as being a 
new trick in advertising and then be- 
fore we know it the thing becomes a 
national sales promotion stunt. 

It may be an appeal to vanity for a 
woman to say that she has a 4% size 
foot, but before we still further refine 
lasts, let’s see that they are made 
mechanically perfect by proper grad- 
ing and proportions. 

Let’s not start something that can- 
not be carried through. 

—EpiroriaL Note. 


Kill the IDEA 
of Further 
Complicating Sizes 


as an argument showing that the shoe trade does not go far enough 

in its service on size. Step back eighteen years and you can read of a 
similar attempt at that time to popularize quarter sizes. It failed then because 
no new wood was built and the stepping up or down of quarter sizes was the 
difference between tight and loose lasting. It may be possible today with the 
new mulling systems to get the same results in the drying room but funda- 
mentally that is not accuracy. A size is a fact, not an illusion. 

It is a rather unfortunate thing for a great New York store to come out 
with a large space advertisement introducing Quarter Sizes in women’s foot- 
wear at this time. 

It is much more unfortunate for such a store to show a 3 in. section of a 
ruler to explain that a full size is %4 in., a half size 4% in. and a quarter 
size 1/16 in. It betrays a lack of knowledge of shoes and sizes. The Ameri- 
can, English and French systems of sizes vary 4% in. in each size step. If 
a full size is % in., a half size is 1/6 in. and a quarter size is 1/12 in. 

It is not only length measure that goes into foot sizes but the fine grada- 
tions of ball, waist, instep and the studied precision of variations carried uni- 
formly through a set of lasts. Every merchant who uses the size stick is 
familiar with the necessity of size allowance above the actual measurement 
of the foot, for the extension necessary to the foot in action. By somewhat 
the same principle, anybody who takes a modern last and sets it in the size 
stick will find that it rarely draws its marked measure. It may be necessary 
to draw pump lasts down to the stick to get snugness of fit—but positive 
size to the wood is not to be found. Most human feet vary within a walking 
day in size and comfort. 

But for all that, those are terms understood best by the merchant. 

We are not saying that quarter sizes cannot be produced but such fine 
mathematical precision is not usually to be found in shoes retailing for 
$12.50, and when it comes to shoes hand-made throughout, we have but to 
consider the give and take of leather, the pull and variability of strain in 
hand-lasting and therefore challenge the practicality in runs of shoes built 
up in quarter sizes. In a few shoes maybe yes—in a volume of shoes—no. 

As it is there are far too many sizes of shoes. Superfine fitting at the 
fitting stool usually makes discomfort in wearing. It is rather unfortunate 
to bring up the subject of quarter sizes when the size problem is complicated 
as it 1S. 

It is probably not advisable to indicate to the general public the method 
of mathematics used in last-making, for the actual difference in length be- 
tween an A and E of the same size is from half to a full size. This is a point 
which is seldom thoroughly understood. The great majority of lasts are 
graded for length to correspond with the width. 

We would hate to see the subject of the quarter size brought up again as 
an argument showing that the shoe trade does not go far enough in its 
service of sizes. 


W: would hate to see the subject of the quarter size brought up again 
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THE LEATHER OF THE MODE Is 
MODA 


A fine calfskin with all the softness and flexibility of the 


lightest shoe leather. Extremely durable, with a natural 
surface that will not scuff or peel. Moda will remain fresh 
and new, free from that shop-worn look, despite much 


handling and many try-ons. 


Shoes of Glace MODA meet exactly the desire 
of women who require a light, comfortable shoe 


in smart colors. Send for swatches of Beige Clair 
Glace MODA — the color for Spring and Sum- wa) 


mer — in this Lawrence Reliable Leather. 


A. C. LAWRENCE LEATHER C0. 
210 SOUTH STREET, BOSTON, MASS. 





* * A ¥ 
PRE i 


Pia ots 


Nunn-Bush 


cArch- 


With the Ingenious 
CUBOID BALANCER. 


Modern research has shown many of the arch sup- 
ports in common use to be an actual hindrance to 
normal foot action. The CUBOID BALANCER is 
not a “crutch”. It is an ingenious device which in- 
duces the proper “spread” of the foot with each for- 
ward step—distributing and dissipating the weight 
thrust as Nature intended. 


Like the ANKLE-FASHIONED feature of all Nunn- 
Bush Oxfords, the CUBOID BALANCER proves its 
value in unusual satisfaction and comfort on the part 
of your customer. Nunn-Bush sales mean future as 
well as present profits. 








EVERY NIGHT 
Somewhere 
NUNN-BUSH 
Is On The Air 


m Rng athens Stree! Nunn-Bish & Weldon Shoe Co, 144 puone street, Now York City 


San Francisco, Cal. MILWAUKEE, WISCONSIN New York 
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Matrix Shoes 


Ge) FOR MEN to 


The Mark of Quality Since 1864 “Your Footprint in Leather” 








AN ANNOUNCEMENT 


E are glad to announce to the shoe trade throughout 

the United States that E. P. Reed & Co., of Roches- 
ter, N. Y., makers of Women’s Matrix Shoes and licensee 
under the Oliver E. De Ridder Patents, have granted us the 


exclusive license to manufacture Matrix Shoes for Men. 











Convinced that the patented Matrix feature—the © 
moulding of the innersole to fit the bottom of the foot—is 






a forward step in shoemaking and having known for years 
E. P. Reed & Co. as makers of women’s quality footwear 
‘and as exponents of the highest type of business integrity, 







we are particularly gratified to be granted this franchise for 






the manufacture of Men’s Matrix Shoes. 






HEYWOOD BOoT & SHOE Co. 


MANUFACTURERS OF MEN’S FINE SHOES 


70 WINTER STREET, WORCESTER, MASSACHUSETTS 


-“? 
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‘No Equ 








IN STOCK 





No. 6033 Black Kid One Strap, Lizard Trim, 
Leather Heel, Boulevard Last, AAA-D. $3.25 
No. 6045 Black Kid, Lizard Trim, as pictured, 
only Covered Heel, AAA-D. $3.60 
No. 6620 Brown Kid (Sorrel Brown), Lizard Trim, 
as pictured, Boulevard Last, AAA-D. $3.50 
No. 6621 Patent Leather, Mat Kid Trim, as pic- 
tured, AAA-D. $3.25 
Neo. 6622 Dark Brown Kid (Spanish Brown), 
Sorrel Brown Kid Trim, as pictured, only 
Covered Heel, AAA-D. $3.75 





No. 6006 Black Kid Gore Pump, Patent ~, 
Covered Heel, Boulevard Last, AAA-D. $3.75 

No. 6520 Dark Brown Kid (Spanish Brown 
Sorrel Brown Kid Trim, as pictured, At ao 





No. 6521 Patent Leather, Mat Kid Trim, as one 
tured, AAA-D. $3.60 
No. 6522 Mat Kid, Patent Leather Trim, as pic- 
tured, only Promenade Last, AAA-D. $3.75 





a 
————————————— EE 


at [heir Price 











Satisfaction for your customers pro- 
duces prosperous business for you. 





ARCH SAVER 


WOMEN'S ARCH SUPPORT WELTS: 


Merchant after merchant declares 
ARCH SAVERS the outstanding profit 


producers in their price range. 


ARCH SAVERS 
Women’s Arch Support Welts 


Admittedly the equal of much higher 
priced shoes. 


Youthful Vogue 
ARCH SAVERS 


Modish Misses’ Welts 


Fine fitting qualities supplement their 
outstanding style. 





YOUTHFUL VOGUE 


ARCH SAVER 


MODISH MISSES WELTS 


Martha Washington 
ARCH SAVERS 


Women’s custom made Turns 


A remarkable combination of style and 
comfort. 


CHAPLINE-MAYER SHOE CO. 
MILWAUKEE WISCONSIN 





Martha Washington 
ARCH SAVER 


WOMEN'S TURNS 
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X°RAY SHOE FITTER 
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A Perfect Fitting Service 


The Adrian X-Ray Machine Convinces the Customer of an 
Accurate Fit— Creates New Business for the Shoe Department 


APOWERFUL advertising medium is at the disposal of the 
merchant who uses an Adrian X-Ray. His competition 
_ problem is reduced to a negligible factor by this sales producing 


| attraction. It marks the store as a distinctly progressive estab- 
: lishment and the owner as a leader in his line of business. 


ie: 


Its operation is very simple; its sales promoting pos- 
sibilities are astonishing. A modern equipment for 
the modern thinking shoe man. 


Write For Descriptive Booklet And Terms. 
Easy Time Payment Plan If Desired. 











An incorrect fit results in pain 


and ill health 








Six hundred progressive shoe men are now using the Adrian 
X-Ray with entire satisfaction. Their approval of the scientific 
way of fitting is unanimously enthusiastic. They have pro- 
nounced the Adrian machine as an indispensable fixture, a time 
saver, a profit builder. List of users and testimonials will be 
gladly furnished upon request. 








’ A correct fit assures grace 
Salesmen! cnll conn 


A few good territories are still open. Give 
full particuiars in letter of application. 


PO RATED MILWAUKEE WISCONSIN 
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BALLOT 
In Stock No. B-473 5.75 


Brown kid vamp and quarter. 
Barrett’s Java brown’ garter 
snake tongue and quarter inlay. 


In Stock No. K-471 $.35 


Black glazed kid vamp and quar- 
ter. Barrett’s black garter snake 
tongue and quarter inlay. 14-8 
leather heel. 

Widths AAA to D—129 Last 





GOLDEN 


In Stock No. C-657 6.25 


K-50 Sun Beige kid. Mauve kid 
trimmed. 14-8 covered heel. 
AAAA to D—133 Last 


BEAM 


In Stock No. C-653 6.00 


No. 268 Grison sun tan kid vamp - 
and quarter. Sorrell kid vamp 
yoke and collar. 16-8 covered 
Cuban heel. 
AAA to C—142 Last 
M-247—Mat Kid ............ 5.75 
B-804—Brown Kid .......... 5.85 


In Stock No. B-654 6.00 
No. 25 brown kid vamp. Mauve 
kid quarter. 14-8 mauve kid 
covered heel. 

AAAA~to D—133 Last 


24 





SHELDON 


In Stock No. K-805 5.00 


All black kid. 14-8 leather heel. 
AAA to E and EER—133 Last 


sf 





gp 





Foor-Frirexp 
SHOES 


Meet Today’s Demand 
§$.30 tro 10.00 


With a real mark-up of 40% or better 





Not confined to Stock Shoes ONLY. A most complete selection of 
“make up” shoes enabling our Foot-Friend dealers to compete on a 
style basis with any style welt line. The styles below may be made 
to your order. 



























Wy 
My 
My 








BURWOOD 





ALDEN 





UNITY 
WRITE FOR NEW SPRING CATALOG 


THE LABE & ADLER CO. 


COLUMBUS, OHIO 
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82 @ ANNELISE WELTS @ ANN ELISE WELTS 








@ ANN ELISE WELTS @ ANN ELISE WELTS 


ANN ELISE WELTS 


ANN ELISE WELTS © 


@ ANN ELISE WELTS @ ANNELISE WELTS 6 
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No. aie — Kid Button One-Strap. 
more Last, 14/8 Heel. In 
Jon Auburn and St. 
AA-D 


No. K1253—Same in Patent Leather. In 
stock Auburn AA-D........ $3.25 


Dey ~~ in Brown Kid. stock 
Auburn and St. am, “AR 


(In-stock Dept.) 





welts is the answer. 





ST. LOUIS, MO., 416 North 12th St. 


IN-STOCK 
St. Louis—Auburn 


A word to the wise—here’s the welt 
shoe you have been looking for! 


Many shoe merchants all over the country have been looking for a 
smart, arch-support welt shoe to take care of the tremendous demand 
that has been created for this type of shoe. 
Here’s a shoe that is up to the minute in style; 
is a sure-fit, because it is made on the Co-ordinated Last and Patterns 
system—the greatest advance in modern shoemaking since the Good- 
year Welt process; and is made with the experience of 50 years of 
welt-shoe manufacturing experience. 


Illustrated are two of the new styles for Spring sales. 
representative of the entire line. 
service. Send for our new catalog and price list. 


The Ann Elise line of 


They are 


And they are in stock for rapid 
It shows the new 


Ann Elise sport line for Spring and Summer business as well as the 
more staple lines of street and semi-dress welts—to retail at $5, $6, 


$7 and $8. 


For quick action wire or telephone—and reverse the charges! 





. io. —- Kid Two-Strap, Center 
Buc 


kle, LaSalle Last, 14/8 Wood 
Heel. In stock Auburn AAA-C 
$3.85 


K2035—Same as L1135 on Kenmore Last 
with 15/8 Wood Heel. In stock 
St. Louis, about March 8, 
AA-C $3.85 


b .1608—tom Kid Two- Strap, Center 


uckle, LaSalle Last, 14/8 Wood 
Hest In stock Auburn AAA-C 
$1.00 


¥ i as L1335 only on Kenmore 
8 


t with 15/8 Wood Heel. In 
stock St. Louis, about March 
8, AA-C $4.00 


. eta Kid Two-Strap, Cen- 
ter 


kle, LaSalle Last, 14/8 
Wood Heel. In stock Auburn and 
St. Louls AA-C, about March 
TD pevcccevecccccesecssees $3.85 


AULT-SHACKFORD 


SHOE COMPANY 


AUBURN, ME. 


(Factory and In-stock Dept.) 


® SLITS JSITA NNV 
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The Universal Appeal of 
ENNA JETTICK SHOES 


wins cordial acceptance by all classes. Women who 
have been accustomed to paying much more for 


their shoes, no longer find it expedient to do so. 


SS =, 


ENNA JETIIO 
SHOES FOR WOMEN 


YOU NEED 
NO LONGER 
BE TOLD 
THAT YOU 
HAVE AN 
EXPENSIVE 
FOOT 









AAAAA to EEE Sizes 1 to 12 


174 Sizes and Widths make it 


possible to fit any normal foot. 





Vv RETAILED AT $5—$6 IN THE U. S. A. V 




















DUNN & McCARTHY, we. 
AUBURN, N. Y. 
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HURLEY’S 


JEWEL 


BLACK OR TAN 


A FEATHER. 
WEIGHT SHOE 
FOR SPRING 
AND SUMMER 









That Famous 


kangola 


URLEY ARCH SHOES 


MAY RETAIL AT 


| 
| 
Made of 
















































’ A new comfort for your 
METATARS AL customer and a new talk- 
A ing pores for on a 

is a demonstrated im- 

RCH provement that — cus- 

. tomer can see and ap- 
Built Into the preciate. It has been ap- 
Innersole proved by some of the 


country’s best foot special- 
ists. 


We challenge anyone to offer more real value than this $10 
seller affords. It is built as only Hurley knows how to build 
a shoe; over one of our trim, smart lasts of a type appear- 
ing in the most exclusive shops. 

This shoe is made of kangola—porous, soft and sturdy (an 
ideal leather for featherweights )}—which takes and holds a 
brilliant polish. With the added Metatarsal Arch feature, it 
requires but little selling effort. Such a shoe will satisfy 
your customers and give them something to tell their friends 


HURLEY SHOE (CO. 


ROCKLAND, MASS. 
Custom Shoemakers Since 1856 
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oe HARD ENAMELED 4 
SHOE BUCKLES 
KING #2 KING 


In our new, original Hard Enameled Buckle and Ornament line in all their beautiful, 
rich colors, most leading shoe manufacturers are finding just what is required to decorate 
their newest creations. 

Our artists are at your service to meet oe requirements. 



















The prices for our product are right. 

. LJ Retailers—we suggest—keeping on hand a supply of our beautiful hard enameled 
uckles. 

Every woman would like to have the cheap, soft enameled buckles usually sold on 
medium priced shoes replaced with our up to the minute fine buckles. You will be sur- 
prised to see what values we give in a one-half gross pair hard enameled assortment 
mailed to you for Ten Dollars. 





All of our original patterns are being patented. 


Buckle manufacturers who attempt to evade our design 
patent protection by making slight changes will take notice that, 
in such cases, we will defend our patent rights in the courts. 


C.G KING & CO, INC. 


46 CHESTNUT STREET PROVIDENCE, R. I. 
























——n 


Cc. P. FORD & CO., Inc. 
Rochester, N. Y. 











The shoe that meets the requirements of the woman 
who demands style, but has a foot that is hard to fit. 


Archetype shoes are scientifically correct, and are 
styled in the latest and most accepted modes. 


Investigate Archetype shoes—they are bringing added 
profits to hundreds of merchants. You will like them 
and your trade will like them and demand Archetype. 











C. P. Ford & Co., Inc. 
Rochester, N. Y. 
Detroit Office: Burns-Gray Bldg.—Ray Wegman 


Chicago Office: 1815 Republic Bldg.—Ray McOarthy 
New York Office: Marbridge Bldg.—Jack Galway 
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Every Week Is Foot Health Week 
with Wilbur Coon Shoes 


Foot Health Week—April 20th to 26th—should 
be a contribution to health of tremendous merit. 
Sponsored by the National Association of Chi- 
ropodists—Podiatrists—it gives the shoe mer- 
chants of America an added stimulus for the 
sale of health, comfort and profitable merchan- 
dise. 


Wilbur Coon Shoes—one of the world’s best fit- 
ting lines of shoes, as well as one of the smartest 
lines—offers you the opportunity to sell Foot 
Health every week. 


Wilbur Coon Shoes feature style, comfort, fit 
and value—and our Stock Department is at your 
service. 


You should feature Foot Health Every Week 
with Wilbur Coon Shoes. For further informa- 


tion—Write 


Moon €o 


37 Canal St. 
Rochester, N. Y. 
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“Evelena” 


B413 — Blonde Kid 
Trimmed with Brown- 
stone Kid 50 
258 Last — 15/8 
Covered Cuban Heel 
B414—All White Kid 

$6.50 


B415—All Black Kid 
$6.25 


“Cortez” 
B416—Blonde Kid 
$6.50 


B418—Patent Leather 

$6.10 
B419—Dull Black 
Kid (Straps of Grain 
Calf $6.50 
B420—All White Kid 

$6.50 
258 Last — 15/8 
Covered Cuban Heel 


“Saxon” 
B422—Black Kid — 
Tongue Underlaid 
with Patent Leather 

$6. 


B423 — Brownstone 
Kid — Tongue Under- 
laid with Blonde Kid 

$6.50 


271 last — 16/8 
Covered Cuban Heel 


“Abbott” 
B359 — Brownstone Kid 


lay and tongue $7. 


B360 — Black Kid with 
Patent Leather underlay 
$6.50 


14/8 Covered Cuban Heel 


with Sun Tan Kid under- 
00 


“Angie” 
B389 — Black Kid with 
Patent Leather Trim 

$6.10 

B390 — Brown Kid with 

Beige Kid Trim. ..$6.10 

15/8 Solid Leather Heel 
Uskide Top 


“Igloo” 
B185 —- Black Kid with 
Black Grain Calf Trim 
$6.10 
B188—Dapper Brown Kid 
with Brown Grain Calf 
Trim $6.10 
14/8 Solid Leather Heel 
Uskide Top 
8346 — Beige Kid with 
Beige Snake Calf Trim 
$6.50 
14/8 Covered Cuban Heel 


“Garnet” 


B364—Mode Beige Calf 
with Beige 
Two-Tone 


16/8 Covered Cuban Heel 
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A Partial Showing of Smart 
New Arech-Aid Shees In-Stock 
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WROCHESTER..U.SA} 


Areh-Aid Shoes 


for Women 


“To have served one thing well for over a quarter of a 
century is no mean achievement.”—BENJAMIN FRANKLIN. 


OR well over twenty-five years Menihan 

Arch-Aid Shoes have been the most suc- 
cessful and satisfying Arch Supporting Style 
Comfort line of footwear in America. 


While scores of other “arch” shoes have come 
and gone, the Arch-Aid continues, having 
shown an unparalleled record of achievement. 
And year after year Arch-Aid has brought 
Increasing Profits to merchants and _ perfect 
satisfaction in Comfort and Style to the 
wearer. 


If there is not an Arch-Aid Agency in your locality, write 
for our Agency Proposition. It is a most attractive one. 


Write for complete catalog today 


The Arch-Aid Shoe Company 


RocueEster, New York 


ee me ee ee ee rr! 
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B363 — Black Kangola B362—White Calf.$5.25 
Calf with pinking along (Nurses Oxford) 
perforation $6.10 12/8 Covered Cuban Heel 
16/8 Covered Cuban Heel Uskide Top with Velvet 
Finished Sole 








| Sun-tan 





He 











— , Yo? 





























demands 


We KID shoes 

are a flattering 
att of the Sun-tan 
vogue—the all-white 
costume from head 
to heels is featured 


in the leading fash- 


ion openings. 


CZ 


y 





| ( 


cAmalgamated Leather Companies, Inc. 


Offices:319 Arch Street Philadelphia ~ Factories Wilmington Del. 








White 
Kid SLoes 





The season will be longer - are you prepared for it? 


Boot AND SHOB RECORDER 











combining THE SHom RETaILer, Feb. 22, 1930 














Indiana Shoe Travelers Stage 
Elaborate Show 


Merchandising Talks Also Featured 


on Interesting Program at Indianapolis 


A A A 


orate style revue Monday night in 

the assembly room of the Clay- 
pool Hotel here brought spring styles 
in footwear to the attention of more 
than 700 merchants and members of 
the Indiana Shoe Travelers’ Associa- 
tion attending their seventh annual 
convention. 

Twenty-five models, looking as if 
fresh from the ensemble of a musical 
show, paraded and pirouetted before 
salesmen, buyers and merchants from 
all parts of the State and manufac- 
turers from shoe centers of the United 
States. Max Rose of the Friedman- 
Shelby Shoe Co., and Frank M. Brown 
of the St. Louis Shoe Mfg. Co., were in charge. 

The convention opened Monday morning and closed 
with a grand ball Wednesday night. Almost 100 manu- 
facturers were represented by exhibits. 

Ernest A. Burrill, educational adviser of the National 
Shoe Retailers’ Association and a familiar figure at shoe 
conventions, made the principal address of the conven- 
tion at a luncheon session Tuesday noon. He is chair- 
man of the Men’s National Advertising Campaign. 
Stressing the fact that shoes are apparel, he emphasized 
the value of color in the new footwear. 

“Men are coming into their own in adoption of color- 
ful footwear that fits in with the whole costume,” Mr. 
Burrill declared. “Women have had a monopoly on jazz 
styles the past few years but I believe this spring will 
see some of that monopoly taken over by the men.” 
Preaching the gospel of “Shoes Mark the Man” the 
National Association will go on the air over a National 
Broadcasting Company network beginning March 19 
for a period of thirteen weeks. 

“Advertising in the industry should bring total pro- 
duction of men’s shoes in the United States to one hun- 
dred million pairs for 1930. The National Association 
has entered the magazine advertising field in the last 
year and a half and this, coupled with other factors 


| NDIANAPOLIS, IND.—An elab- 
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Charles I. Slipher 


President, Indiana Shoe 
Travelers’ Association 


meaning progress in the industry, were 
instrumental in the 3,700,000 increase 
in the production of men’s shoes in 
1929. 

“This spring should see further de- 
velopment of dark blue as a basic color 
in men’s shoes. This color is basic in 
men’s clothing and is already taking 
well in Florida. Dark blue and white 
sport shoes will be good this spring. 
Light beige as shoe trim color har- 
monizing with the coffee colored 
flannels seen at winter resorts should 
be popular also. 

“Along with this emphasis on style, 
however,” Mr. Burrill warned, “we 
should never forget the axiom that the 
biggest thing a shoe store has to sell is a size and a fit.” 

Mr. Burrill held ten minute conferences with retailers 
through the afternoon. The educational work of the 
association he stated was to help the retailer to know 
rather than to guess about this business. An address 
on the value of salesmanship in every phase of modern 
American life by the Rev. J. Ambrose Dunkel of In- 
dianapolis was one of the most popular events. 

“The dominant note in coloring for my lady’s early 
spring footwear seems to be beige clair,” Richard B. 
Kirby, a past state president, said at the opening lunch- 
eon Monday. “Both harmonizing and sharply contrast- 
ing trimmings of kid and reptile skins such as maroon, 
brown, green and other shades will be popular. White 
slippers will have their place in the sun; sports oxfords 
for general wear are popular.” 

W. B. Hatcher, R. J. & R. branch manager of the 
International Shoe Company, another speaker at this 
luncheon, strongly advised adherence to sound business 
principles for both retailer and manufacturer. Charles 
I. Slipher is president of the Indiana Association and 
presided at all sessions. Joseph Warrender is vice- 


president and Ernest C. Smeltzer is secretary-treasurer. 
All are Indianapolis men. 
held in March. 


Election of officers will be 
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BILLY ROGERS 
~ ~ Shoe Merchant 


By HAROLD WHITEHEAD 


Business Consultant 


+. > 4 


ILLY ROGERS wanted to own a shoe store. He had $17,000 and some prac- 
tical experience acquired as a salesman in Parker’s Shoe Shop. George 
Morland was willing to sell his store for $22,000. Acting on the advice of June 
Solent, Billy consulted Jethro Blunt, president of Fretton National Bank, and the 


The 
Story 


[hus latter scanned the figures on Morland’s business. Billy decided not to buy Mor- 
F land out and after consulting his former boss, Parker, decided to launch his own 
ar : business. He picked a promising location, acquired a stock and opened his store. 
Billy’s competitors made trouble by cutting prices. The matter of collections 

causes Billy and June a lot of worry. They decide to go on a cash basis and send out a 
collection letter to customers, whose accounts are overdue. The letter produced unexpected 
results, angry protests and lost customers. Getting his stock down to a reasonable figure 
is Bill’s next problem. He hears a talk at the Chamber of Commerce on retail merchan- 


a a ee es 


dising and later confers with the speaker, Professor Brinstead, on his own problems. He be 
decides to dispose of his dead stock at any cost and finally sells the surplus merchan- €1 
dise in Boston, but at a staggering loss. Later Professor Brinstead invites Billy to dinner w 


and suggests that his nephew, Jack, join Billy in the shoe business. Billy reacts favorably 
to the idea. He meets Jack Brinstead and they arrive at a temporary working arrange- 
ment. A chain leases a store adjoining Billy’s and opens with a flourish, while Billy’s 
trade falls off perceptibly from the new competition. At Jack’s suggestions, Billy goes out 


he 















on a tour of inspection and impartially observes every store front in the neighborhood. w 
comparing their general appearance and attractiveness with his own. The result is a revela- % 
tion to Billy and he resolves to install a new lighting system. Ways and means of mak- S; 
ing Billy’s store a headquarters for children’s shoes are next considered. ms 
ar 
HE Teddy Bear idea seemed as good to Billy and be a good thing for Mrs. Rogers to take the trip. + 
i the others the next morning as it did when con- During the following two weeks Billy took every op- - 
ceived the night before. Billy had told his mother -portunity to teach Jack how to fit children’s shoes. He 7 
about it, of course, first swearing her to secrecy! She gave him simple instruction in the anatomy of the foot 
became as enthusiastic as the others. For the next few and how to insure the proper fit. He impressed him 
days Billy, Jack, June and “Lilacs” were more like with the harm than can come from careless fitting of 
conspirators than sane shoe merchants. shoes to young, still undeveloped feet. To be sure that 
Luke Zinner had been taken into the he did a good job, Billy returned to the text material of 
secret because his help was needed to a course on shoes and shoe fitting that he had taken 
prepare the advertisements. some three years before. He found that he had for- sp 
Billy made three trips to Boston; the gotten several important things himself, so that in teach- W 
first to buy a number of babies’ shoes ing Jack he learned at the same time. * tol 
and to add to his line of children’s shoes ; He spoke about it to his mother. “It’s a funny thing, 
the other two to hire the bears’ costumes Mom, but I’m getting more out of helping Jack than he. pa 
and arrange for their use, and to buy Seems as though the best way to learn is to teach.” 
the Teddy Bears. He got his mother to “T know that’s so, William. Your father used to say 
accompany him on the last trip, at June’s_ that. He also said that it was no use saying a thing 
suggestion. That clever little woman once if you wanted anybody to remember it. He said 
told Billy that his mother would be a__ that education was like eating a dinner. The dinner was 
big help to him in buying Teddy Bears no use until it was digested; and information was no 
“that had the right look about ’em” as_ value until it was absorbed in the mind and had become vet 
she put it. Also she knew that it would part of it. And then as you need more food for the 
Bo 
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children 
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named 
the Teddy 
bears sat 
for a 
photo- 
graph. 


body every day, so you needed more food for the mind 
every day if it was to stay healthy. He knew what he 
was talking about, did your father.” 

“He sure was a great Dad, and: Mom’s not so dusty 
herself,” Billy gave his mother an affectionate squeeze. 

The plans for the installation of the Teddy Bear idea 
were completed in two weeks, and it was decided to 
“shoot the works” according to Jack, the following 
Saturday. While the plans were being perfected Jack 
had learned something about “vital statistics” and how 
and where births were recorded. He wanted to be ready 
to follow up the parade with letters to new born babies. 

The next Monday evening’s Courier carried the fol- 
lowing teaser advertisement which Zinner had prepared. 


NEXT SATURDAY! 
It starts at Mill Street— 
and then “all about the town” 
and back to Mill Street! 
What ?—Ah !—Guess. 
See this space tomorrow. 

The advertisement was displayed with plenty of white 
space, so that while it was quite small it stood out boldly. 
Whether it was noticed or not, of course could not be 
told, but the next four days would tell the story. 

Tuesday’s Courier had the following copy on the front 
page in the same location as the Monday advertisement. 


TEDDY BEARS? 
Yes—At 10 a. m. next Saturday. 
They start at 264 Mill Street. 
Who’s at 264?—Better look ! 
And watch this space tomorrow. 
There was no question by Tuesday night that the ad- 
vertising was noticed. At Zinner’s suggestion, “Lilacs” 
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sure it would prove a “one hundred 


















was told off to notice particularly if any people stopped 
outside to look at the number. The result was gratify- 
ing for he reported that there seemed to be a steady 
stream of people who stopped, with evident curiosity, at 


the store. Also a number of customers began to ask what 
it was all about. 

Wednesday’s advertisement, while it brought Billy's 
store into the picture seemed to rouse more curiosity 
than ever. This is how the copy was worded: 

THE TEDDY BEAR PARADE! 
That’s it!! Ten o'clock Saturday morning 
Starts at 264 Mill Street—and— 
after a sight seeing trip through Fretton. 
Back to their new home at— 
William Rogers Shoe Store. 
264 Mill Street, Fretton. 

This advertisement began to attract the notice of the 
children, while “grown-ups” stopped in 
the store to ask what it all meant. But, 
following the agreed upon plan every 
one was told good-naturedly that the 
next day’s paper would tell more. By 
this time there was no question about the 
interest in the idea. 

“The thing that will tell the story, 
though, is whether we sell more shoes. 
This stunt is costing all out of doors,” 
Billy remarked that even when he and 
June were talking it over. Jack was 





percenter,” but Billy recalled his own 
confidence in some of his early selling 
[TURN TO PAGE 111, PLEASE] 































i safer to ask for 
genuine 


VERY good buyer of footwear will, this spring, feature 
: both Watersnake and Python. ‘These leathers are 
Fashion leaders because they fit the mode—so beautifully! 


Ipinat! 
























But the smart buyer will tell his manufacturer to use 
genuine Alpina. It’s an extra precaution that the shoe 
will come through right. 


Genuine Alpina—tanned in Switzerland—is more bril- 
liant, more beautiful, more flexible and far more durable 
than any domestic product. It’s all in the tanning—which 


is an exclusive Alpina secret. 


As one important manufacturer (name on request) said 
at the St. Louis Show—“I’ve paid heavily for my experi- 
menting—and hereafter I’m sticking to 
Alpina.” 

Have you seen our Sunglow Watersnake 
—and Green Python? Swatches sent on 
request. Ask for them. 





F. HECHT & CO., Inc. 
44 East 32nd St., New York City 


(Sole American distributor of Alpina 
Genuine Reptile Leathers and Boroso 


Genuine Sea Leathers) 










genuine 


REPTILE 
_ .—=S=—se_ClL LEATHERS 
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Only Thorogoods 
Can Equal Thorogood Value 


VERY pair of Thorogoods that reaches 
your shelves represents a standard of 
style and workmanship that can only be 
equalled by other Thorogoods. In other words, 
Thorogoods are unique in their position 
among fine children’s shoes. They are made 
especially for children with all the care 
and pride that little growing feet deserve. 
The lasts are scientifically designed to pro- 
tect and preserve health . . . to promote 
normal, natural growth without crowding or 
cramping . . . The finest leathers are used to 
assure comfortable flexibility and long wear 
. and Thorogoods are as attractive in their 
price as they are in their appearance . .. They 
are made for the little sons and daughters 
of “parents who care”... and they are 
priced to be within “pocket-book limitations” 
of the greatest buying class. Everywhere 
dealers have found Thorogoods profitable . . . 
a money-making department with no ad- 
ditional overhead. May we send our catalog? 


ALBERT H. WEINBRENNER CoMPANY 
Milwaukee, Wisconsin 


(Smo SHOnS 
il ital SHOE I ‘> 
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Patent Buckle Lindy 















White Kid New Ankle Button 


urns 
R150 1 to 5 BD @ B...ccces $1.35 
Patent Buckle Gypsy Flex-sole 


urns 
R3438 8=—8% to 11 BD © Du.cese $2.75 Patent Roman 
R4438 11% to 2 A te D...... 3.35 Turns « 














urns 
R3351 8% 4 a > MW Diccosd $2.60 
R435! 11 © Ba.cr0- 3.25 
R535 2 te é ponent 00 
Turns 
piso 5 to 8 OD Boccccet $2.15 
D 2.60 


—— — 








Patent Winnie 
T 


2-6 . urns 

5-8 C to B...ccces 1.85 R2483 4to 8 B to E....... $2.00 
R3483. 8% to.1l B to D....... 2.35 
R4483 11% to 2 A to D....... 3.15 





FREE NEWSPAPER 


CUT 
SERVICE 


J.EDWARDS& CO 





a \ 


a 
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SERVICE 























$1.55 R2785 48 B to E....... $1.65 
1190 R3785 8% toll B to D..:.::: 2.00 
R4785 11% to 2 BtoD... . 2.40 








Moceasin 
R2657 4to 2. 
R3657 8% toll B to E....... 2. 
R4657 11% to 2 AB @ Da.cccee 3. 


Tan Elk Walker Brown Lizard Tongue 
and Saddie Welt 
R4878 11% to 2 B © Dau cccoce $3.35 


batten 








51.35 Blucher Oxfords Made in Patent, Full 
Grain, Tan Elk and Smoked Elk Welts 
R2650 4 to 8 btw 
R3650 8% to | B 
R265! 4to8 B 
R365! 8% toll 4 
R2656 to 8 ; 
R3656 8% toll 4B 





Patent Blucher Oxford Welt 
R4866 11% to 2 BD Drcccces $3.25 





Camel Elk Blucher Oxford 


Welt 
Tan Calf Saddle Grid Gristle Sole 
R4872 11% to 2 BW Baececsec $3.35 





Patent Blucher Oxford Weit 
R4650 11% to 2 BW Droccccoed $3.10 





Tan Elk Blucher Oxford Welt 
R4656 11% to 2 BD Baeeccees $3.10 


ee 
Tan Elk Blucher Oxford Welt 
to 11 B to 


R3870 8% Wocecces $2.75 

R4870 11% to 2 B D"Daescsece 25 

988 2% to 5 BA @ Dowces 4.00 
Black Elk Blucher Oxford 

R4843 11% to 2 BW Wisoessd $3.25 





$2.00 
3.15 





FREE NEWSPAPER 
CUT 


SERVICE 





314-322 NORTH 12th STREET 
PHILADELPHIA, PA. 


—_—. ~-- 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Feb. 22, 1930 71 





W. believe there are several 


thousand progressive and aggressive merchant- 
readers of this publication who are interested 
in new ideas and practical merchandising meth- 
ods for building sales and cutting down overhead. 


The book, “The New Way Method in Mer- 
chandising” is not, of course, a panacea for all 
business ills, byt it contains many practical sug- 
gestions concerning proper store arrangement, 
location of departments, importance of sales- 
making display and the efficiency advantages 
of scientifically planned and equipped stores. 


It is designed to be interesting and valuable 
to owners and executives of all sizes and types 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 








Send for 
this FREE Book 


of stores wherever they may be located. Pro- 
fusely illustrated. 


The practical ideas gained from thirty years 
concentrated experience in planning and 
equipping thousands of stores furnished the 
material for the preparation of the book which 
required months of effort and considerable 
expense to publish. 


We will be very glad to send a copy free of 
charge to any store owner or executive whose 
business letterhead accompanies his request. 
: . *& * 
Note: Grand Rapids Store Equipment may be purchased 
on the deferred payment plan, enabling you to pay 
for it out of income. : 





Executive Offices: GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan Factories: 
Grand Rapids, Mich. Please send further information and a free copy of your new book, “The New Way Method in Merchandising.” Grand Rapids 
Branch offices Z-2 Portland, Ore. 
. RIE Seidaiccciciiacnstoorendel picnienttubnsninnensccctoveenotuetc acme . 
and representatives Baltimore 


in every territory 











New York City 











store planners, designers and manufacturers of fine store equipment 
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\hoe More Service Section 


Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 



































Show Speed 
in Merchandising 
in March 


March 1-8 


Prepare a window tie-up with St. Patrick’s Day. Use some cut-outs or other 
features that can be removed on the morning of the 18th without disturbing the 
trimming. This should have your early attention to allow time for special work 
or material that may be wanted. 


A few artistic touches in the way of floral decorations should be used soon. It’s 
well to have them ready. 


New Spring merchandise should be featured now. Don’t jumble any closeout 
merchandise in with it in ads or windows. Keep them separate. 


March 10-15 


Get the St. Patrick’s Dav touches in the windows this week and feature party 
footwear in connection with it. 


Size up your window equipment. Is it all in good shape or does it need touching 
up? If new backs, display fixtures or decoratives are wanted for spring, order 
them now. 


By now your stock is about at the peak. Is it fully covered by insurance? 


March 17-22 


If your spring housecleaning on the sales floor hasn’t been done, now is the time 
to get at it. 


If the golf links in your vicinity are due to open in March, make some feature 
displays of golf shoes. 


March 24-31 


If the weather is wet or dubious, get plenty of rubber goods into the window. 





If it is pleasant outdoors, make an alluring display of hiking boots. 





Play up children’s shoes. 
Be liberal in the use of advertising space. 
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AIR.. 


a draft proot window 
for commercial buildings 


Vy Draft-proof when closed ... the in- 
he terlocking metal sashes fit with snug 
precision. The drafts that occur in 
ordinary metal windows are stopped 
in Sealair Windows by special asbes- 
tos strips « Draft-proof when opened 
-.. all sashes are in-swinging. The 
if extreme upper and lower sashes 
HS divert the incoming air towards the 
ceiling causing it to circulate freely 
to all parts of the room « The in- 
swinging sashes make it possible to 
* WASH THE ENTIRE WINDOW FROM 
THE INSIDE ¢* These three important 
factors deserve major consideration 
on the part of men responsible for 
the financing and construction of 
commercial buildings. Sealair Win- 
dows are made of bronze, aluminum 
alloy or steel * A request will bring 
complete information. 


Kawneer 


SEALAIR 
WINDOWS 


THE KAWNEER COMPANY 
manufacturers of 
BRONZE STORE FRONTS, WINDOWS, DOORS 


2313 FRONT ST., NILES, MICH. 
Subsidiary, Berkeley, Calif. 


Water-proof hinge on 
in-swinging window. 
Patent applied for 



















CONSULT AN ARCHITECT + THE SERVICE IS VALUABLE 
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FOR YOU ... today we bring 
FIXTURES of Tomorrow 


Onli-Wa moderne display fixtures, 
offering style, beauty, originality 
in the modes of the morrow, today. 


= 















The uniquely mod- 
erne maple and wal- 
nut fixture illustrated 
is designed to display 
hose and lingerie to 
better advantage. 








4 


















— 








} 
— 


Write today for catalog. 






THE ONLI-WA 
FIXTURE CO. 


St. Paul Ave., Dept. B.S., Dayton, O. 


Members of National Display Equipment 
Association 





















Reg. U. 8. Pat. Off. 
DISPLAY CENTER, 1440 BROADWAY, NEW YORK CITY 




















“VARNUM” Size Stick 


(Trade Mark Reg. U. 8. Pat. Off.) 


The Most Popular Measure 













th aS USCEEROCUSESCCEL EOE 








Marked with 
measures. Three styles 
mings. 
RETAIL SHOE STORES USE NO. 3 
PRICE $1.50 EACH 
F. W. WHITCHER CO. Boston, Mass.—Chicago, III. 





standard American, French and _ English 
1—2—3. Maplewood, nickel trim- 














The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 





Telephone 
Lackawanna 1400 


NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 
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ATTRACTIVE DISPLAY 
FIXTURES IN 
MODERN DESIGN 


Produce Displays For 
Business That Sell 
ee C888 


























litustrating a decidedly new Design 
for footwear and its. Display. “No. 
9580 Line’? — 

That is made in Bird’s-eye Maple 
and Walnut, with ornamental ve- 
neers of ‘Congola & Zebra wood.’ — 











[If you should happen to be selling Ladies’ 
Purses an Easel Displayer shown in the above 
group is useful. No. 15395 sells at $9.00 per 
dozen.] 


For Fixture Information Write 


HUCH LYONS & COMPANY 


LANSING, MICH. 


NEW YORK BOSTON CHICAGO 
1412 Broadway 52 Chauncy St. 217 W. Jackson Bivd. 
“Member of National Display Equi t A lation 





FOR HOSIERY 




















Modern 
Design 
In Metal 








No. 9312 Heslery Displayer 
24” high over all, $6.50 
Dull Nickel Finish 
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STORE FRONTS 


have a new significance 


==TODAY— 




















A man who appears in an old fash- 






ioned suit can not pass for a modern 
youth, no matter what manners or 
habits of today he employs * And \ 
the merchant who places modern 
stocks in a display window of a past 
decade wiil have the same trouble 
establishing his store as a leader.A ~ 
Kawneer front—modern and individ- 4 
val—shouts distinction and proclaims fh 
to a discriminating world that here 

is THE store that has kept step with _ 
the times ¢ While the year is yet 





new, may we send you our book of 
Modern Store Front Designs? It may 
help you decide some of the per- 
plexing problems that have been 
troubling your store. 


cawnee. 
k cane FRONTS tT 


© The Kawneer Co., 2313 Front St., Niles, Mich. 
Send FREE Book, ‘‘Modern Store Fronts for 
Better Display.” 





Masaienanmn of 
BRONZE 
STORE FRONTS, 


WINDOWS, DOORS 
‘ UIT cicicisissnetiitiensiiienesitaliindeanabiiadciiaibiataaaiainain 


Subsidiary IOI ccceccscszestersennrerenwntionces 
Berkeley, Calif. — 





CONSULT AN ARCHITECT . THE SERVICE IS VALUABLE 
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Making It Easy for Customers 
to Roll In 


’ VHE shoe dealer may liken the people who pass his 
store to balls rolling along a plane and the door 
may be compared to a hole in the pathway of the 

balls. If the hole is of the same diameter as the balls, 
or a trifle larger, and the rim is flush with the level of 
the plane, the balls may, because of their momentum, 
pass entirely over the hole and continue merrily on their 
way. But, if the rim of the hole is slightly depressed 
and the surrounding surface slopes gradually to the 
rim, the balls will quite likely drop in. The wider the 
area of sloping surface and the deeper placed is the rim 
of the hole, the more of the balls will roll in. 

Hence the dealer should take steps, if he has not al- 
ready done so, to make it easy for his customers to “roll” 
in. How to do this will be explained by citing several 
examples of the “holes” in numerous shoe stores. 

The most common type of entranceway is that wherein 
the door is in the very center of the building front but 
is recessed a few feet. The ends of the flanking dis- 
play windows converge toward the rear to form a sort 


In Sketch No. 1 the entrance 
forms a funnel and the flank- 
ing window displays strike the 
customer’s vision to draw him 
in No. 2 and No. 3 show 
modifications of this plan. 












of stubby funnel. This is illustrated by Hiskey’s shoe store 
in Boulder, Colo. (See Fig. 1 in the series of sketches. ) 
The advantage of this type of entrance lies in the fact 
that one of the ends of the flanking display windows 
strikes the passerby in the eye, because it is along his 
straight line of vision, and he, figuratively speaking, 
ricochets from it and through the doorway. 

Several modifications of the plan are evident. One is 
that wherein the entrance is placed at the extreme left 





In No. 4 type of entrance 
the opening at the sidewalk 
line is wider and serves to 
invite the customer. No.5 
carroms him in like a 


billiard ball. 
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or right of the building front and one of the side walls 
extends to the sidewalk line so that one side of the 
entranceway is square with the sidewalk and the other 
partakes of the characteristics of the funnel. This is 
illustrated by Fig. No. 2. The full funnel effect, how- 
ever, may be obtained by placing a large plateglass 
mirror on the straight wall. It will reflect the opposite 
side of the entrance and the display window and give 
the appearance of there being two display windows with 
the entrance directly in the center. 

Another modification is illustrated by the entrance to 
the Arch Preserver Shoe Shop in Denver. Here the 
mouth of the funnel is much wider. The sides of the 
funnel slope in three different angles. See Fig. No. 3. 
The value lies in the extremely wide “hole” and the fact 
that the customer starts rolling inward gradually and 
then increases in speed until at last he figuratively 
bounds through the door. 


The type of entrance that 
comes out to meet the cus- 
tomer is illustrated in No. 6, 
while No. 7 shows the 
“baited” entrance with a 
pair of scales in middle. 
































Boot anD SHOE RECORDER 
combining THe SHop RETAILER, Feb. 22, 1930 





A third modification is illustrated by the entrance to 
the Nunn-Bush Shoe Company Denver, (See Fig. No. 
4.) Here, too, the opening at the sidewalk line is un- 
usually wide. But the figurative action of the incoming 
customer is different from that in the Arch Preserver 
entrance, for the visitor starts gradually rolling in, then 
takes a sudden and quick drop for a short distance, 
landing on a more gentle slope that eases up the speed 
with which he finally rolls through the door. 

The Peacock Shoe Shop, Denver, employs a combina- 
tion of funnel-and-bucket types. In this, the funnel idea 
at the sidewalk line drops the customer into a swelled- 
out section, that may be compared to a bucket, in which 
the customer “rolls” and “bounces” around before finally 
dropping into the store. In the meantime, the visitor 
has been looking at the merchandise displays in the sur- 
rounding windows. (See Fig. No. 5). 

When planning the entrance to his store, the shoe 
dealer should take cognizance of two types of customer 
mentalities. To illustrate: Most of us have experienced 
instances wherein we were headed for definite places, 
and, as we walked along preoccupied, passed the 
entrances and had to retrace our steps. This was be- 
cause the entrances did not, figuratively speaking, come 
forth and tap our subconscious minds and lead us inside. 
At other times, we have noticed merchandise in display 
windows and then had to look twice to discover the 
entrances. Hence we must consider the preoccupied, or 
absent-minded, and the less discerning types of cus- 
tomers. 

[TURN TO PAGE 110, PLEASE] 






An illustration of the “trap” 
type of entrance is shown in 
No. 8. Pretty hard for the cus- 
tomer to get out of this one, 
assuming he is the least 
bit interested in shoes. 
















Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 


1060 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 708-1211 Chestnut St. 
Boston: R. 802-69 Camal St. 














— oe - 
eS 


No. 9015 
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American Seating Company 
1060 Lytton Bidg., Chicago, Ill. 
Gentlemen: Send me, | without obligation, your helpful 32 Page Book, * 
Styles in Shop Seating. 

City... OEE Ste 


Ea py ee 
INLTERLOCK ING SHOE:S 
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expressed in these shoe <a 

displayers, rich in the et oe 7 
natural finishes of the Ze 
beautifully grained wai- 
nut and maple and the 
employment of exotic 
veneers for ornamenta- 
tion. Note the _ shelf 
space and the incidental 
bar for draping hosiery. 





At the lower left is an innovation in a double shoe displayer, 
instead of the older style cross bar design. The woods shown 
in this illustration are maple combined with walnut. It is 
also produced in exotic veneers and macassar mahogany. 
The pattern is a leaf design conforming in angular shape for 
the modern interpretation of leaf and flower. The base is of 
two-piece construction, octagonal in shape. This is an unusual 
displayer for two shoes. 
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Modern Art 


Lower right, an effective shoe display 
stand of ebony, block metal or dull 
nickel. 


in 
isplay Units 


EW display fixtures help immensely in liv- 

ening up shoe store windows at the open- 
ing of the new season. On this page are illus- 
trated some of the newest designs expressing the 
spirit of the art moderne and at the same time 
constructed to serve every practical need of the 
display man in bringing out to the best advan- 
tage the selling points of the shoes. More and 
more attention is rightfully being given by pro- 
gressive shoe merchants to the subject of window 
displays and the fixtures employed are an ex- 
tremely important factor. 


Below are shown two recent designs in displayers for 
hosiery and other merchandise which can be draped. 





























Mr. Independent 











You Must have good 


ammunition to win a hard fight! 


Your 1930 battle against the stiffest kind of competition is on! Will you win out? 
It all depends upon the kind of merchandise you sell—and the policy of the manu- 
facturers who furnish you that merchandise. 


It is our conviction that this will be a good year for the Independent Retailer who 
makes his store outstanding—who sells distinctive merchandise on which he has 
protective distribution and can sell at a proper profit. 


Top Notch Waterproof Footwear and Top Notch Grips fit in exactly with your 
wants. Our entire policy is to protect the Independent Retailer. We give you 
protective distribution on merchandise with exclusive features that are outstand- 
ingly distinctive. 


You find it necessary today to put in exclusive shoe lines which you can control. 
Why don’t you do the same with waterproof and canvas-soled footwear? It’s the 
key to your success. 



































A FEW OF THE EXCLUSIVE FEATURES 
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~Retailer.... 




















\TOPZ 
A NOTCH 


7_\Y 








P Our Company has a 30 year reputation for making dependable, up-to-the-minute 

I- goods that the people want. We are not too big to appreciate the individual con- 
ditions of your trade—not too small to satisfactorily take care of all your require- 
ments. 

O 

s You have received our announcement of new styles and prices. One of our salesmen 
is on his way to see you. Consider the Top Notch proposition carefully—this year 
of all years—because it offers you what you really need. 

r 


THE BEACON FALLS RUBBER SHOE CO. 


Makers of Top Notch Rubber and Canvas-Soled Rubber Footwear 


Beacon Falls Connecticut 


241 Congress St., 208 So. Jefferson St., 106 Duane St., 
BOSTON, MASS. CHICAGO, ILL. NEW YORK, N. Y. 


1714 Washington Ave., 426 Second Ave., North, 530 Howard St., 
ST. LOUIS, MO. MINNEAPOLIS, MINN. SAN FRANCISCO, CALIF. 
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IN THE DISTINCTIVE TOP NOTCH LINE 
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THIS TRADE NAME— 


PROTECTS 
YOU AGAINST IMITATIONS 


Because light, airy, woven leather sandals have become so popular 
in the summer footwear mode, Deauville Sandals have many imi- 
tators. Yet none can successfully imitate the innovations of weaves 
and styles which have given genuine Deauville Sandals their, 
standing among the trade and consumer public as the finest woven 
leather footwear. 


The Golo Slipper Company are the original manufacturers of this 
smart footwear, identified by the trade-mark “Deauville Sandals” 


Any infringement of the use of the name “Deauville stamped on the soles of every genuine pair. 


Sandals” or of the word “Deauville” when used in This trade-mark, fully covered by U. S. Registration, protects your 

connection with footwear will be prosecuted. profits. In an enormous national advertising campaign more 
than 30,000,000 women are learning the importance of the trade- 
mark “Deauville Sandals” to the style and comfort of their woven 
leather sandals. 


GOLO SLIPPER COMPANY 


129 Duane Street, New York 
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Students in famous IUinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have follow.d up their valuable experience at the fitting stool 
with a course in Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——-—-=—=—MAIL THIS COUPON TODAY —~—~--~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid. latest catalog and complete 
information relative to Chiropody and your schoo 


Name 
Street and Number 
City. 


TORONTO 


We) 


The prettiest shoes 
made in Rochester, 
and READY TO 
SHIP on receipt of 
your wire or letter. 


Style ‘shown is 
one of our BIG 
SELLERS—why 
not send an or- 
der today? 
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B239—Lite smoke elk; 
vamp cutout; unlined; SALESMEN: A great side 


Compo smoothstep. line. Commissions pay 
your expenses. Write. 
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1-5, $1.00 
2% 10; Net 30 Days. 
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Maize Shoe Co., Rochester, N. Y. 
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There’s a tremendous 
sales power 


behind the 


use of 






apon 


for slipper uppers 


STYLE 
BEAUTY 
DEMAND 





For 47 years the name Zapon has 
implied customer satisfaction and 
consistent dealer profits. Now as 
never before the use of Zapon for 
slipper uppers, because of its wide « 
range of colors, its soft texture, its 
extreme durability, bids to make 
it the biggest sales builder for 1930. 
Comfort and luxurious appearance 
at a popular price has already 
created an overwhelming demand 
on the part of aggressive dealers. 
Sell the slipper with the Zapon 
upper that sells itself. 


Ask your slipper manufacturer about Zapon 










Brought from France to America for the first time by 
Zapon, this chamois soft material in various colors and 
patterns is the sensation of 1930. Send for samples. 


The ZAPON COMPANY c~ STAMFORD, CONN. 

















| Write for a sample 






SIX MILLION READERS 


SOMETHING MORE THAN 

JUST SHOES 
Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 






The 
merchandising 
features of 
“Trade Builders” 










TRADE BUILDERS WEAR 
ON THE INSIDE TOO 
The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Fea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 
footwear. 
















Combination Grain Leather 
Counter Pocket &Heel Stay Ee 








TOM 
A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 











If you sell Men’s $5.00 shoes, 
your stock is incomplete without 
TOM.” 



























pair in your own 
size. 


















M. T. Shaw, Inc. 
COLDWATER - MICH. 
















ALWAYS SALABLE 


Greeley Boudoirs are always 
salable because they are 
practical, everyday slippers 
for household use. Can be 
ordered with leather or rub- 

















ber heels. Black or col- 

IN ored kid. If your job- 

STOCK ber cannot supply you— 
write us. 





36 Pair Cases 














A. W. GREELEY 
12 Duncan St. - ~- Haverhill, Mass. we 
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There Are Profits in 
Good Braided Sandals 


RMA— . HELEN—Moulded sole, 13/8 Ouban 
NO A—McKay 18/8 Cuban heel, And Chekko Braided heel, all tan, $3.00; tan and brown, 


sand and white, sand and brown, tan and blue, tan and white, $3.10. 


3: All white, white and black, $3.25. 


ba ato En AO savers — a rma, le and ack, 
So good that your custom- 
ers will return for second 
and third pairs, resulting in 
large volumeand big profits 
for you. Order immediately 
from this advertisement! 


OLLY—McKay 13/8 Cuban and 


; M 
MONTE—McKay 13/8 Cuban heel, Terms 5% 10 days net 30 days 14/8 Louis heel—tan, brown and 
all white, $3.50. white, $3.50. 


Delivery March 15. B and e widths 3 to 8 Delivery March 15. 


Special Discounts to Quantity Buyers 


Chekko Braided Sandal Corp. 


303 FOURTH AVE. NEW YORK, N. Y. 
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[ “oa male shoe customer 


is a prospective customer 
for a brush and dauber .. . 


Repco Brushes and Daubers 
are convenient, durable, 


and easy to handle. Mate- 





rials, workmanship, and 
finish are of the finest. 


Feature Repco Brushes 
and Daubers and in- 





crease. your profits. 


For Sale by 
Shoe Findings Dealers 














BOSTON, 
J. K. Kri 


United Shoe Machinery Corporation 


MASSACHUSETTS 


eg Company, 39 Warren Street, New York City 
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THE SUBSTITUTE 
FOR CALFSKIN 
THAT 
WILL RESIST WEAR 


If nA LOOKS AND 


quae WORKS LIKE 


LININGS K Al F LEATHER 


MANUFACTURED UNDER 
UNITED STATES PATENT 
DATED 
APRIL 4, 1922. 


COLORS: CHAMPAGNE, WHITE AND GREY 


Samples will be furnished on request. 


~ RESPRO Inc. 
PROVIDENCE, RHODE ISLAND, U.S. A. 


AMERICAN REPRESENTATIVES 
1113-1115 Locust St. 


St. Louis, Mo, JULIUS GLASER & CO. 

Cincinnati, Ohio, J. LEVY SONS 107 East Third St. 
Milwaukee, Wis., K. 0. SCHNEIDER 630 East Water St. 
Rochester, N. Y., ELMER W. DAY - 24 Andrews St. 
Haverhill, Mass. BAILEY & BAYLEY - 18 Granite St. 


REPRESENTATIVE FOR GREAT BRITAIN AND COLONIES, EXCEPT CANADA 
LIVINGSTON & DOUGHTY, LTD. - MILLSTONE LANE LEICESTER, ENG. 


CENTRAL EUROPE REPRESENTATIVE 
ALBEKO, G. M. B. H. - - - Frankfurt a/M, GERMANY, and Vienna, AUSTRIA 
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ELK VEAL SIDES BY PFISTER & VOGEL 
ADD FOOT COMFORT TO ATTRACTIVE APPEARANCE 


: ios coming spring and summer will see sport shoes 


They add “foot comfort” to attractive appearance . . . 


at the peak of their popularity for both men and Specify P & V Elk Veal Sides for your spring and 


women ... The distinctive sport ensemble de- 
mands footwear of unquestionable distinction 

. and unquestionable distinction has always 
been appropriately applied to sport shoes made 
from Pfister & Vogel Elk Veal Sides . . . Elk 
Veal Sides were developed by Pfister & Vogel, 
through a special tanning process. They are soft 


and mellow . . . yet sturdy and long wearing. 


PFISTER & VOGE 


SUZANNE 


A TRIUMPH 
tM AMERICAN B6atHERS 


L LEAT 


E ~ WwW 


summer sportwear . . . The fine, tight break in- 
stantly reveals the splendid quality of these 
leathers. Elk Veal Sides are made in the follow- 
ing colors... White... Fume... Blond... 
Smoked . . . Jersey... Brazil... Brown... 
No. 104... and Black. Ask for sample cut- 
ting. The same colors are also available in Velo 

. . another distinctive sport footwear leather. 


CO 


HER MPANY 
Ss Cc Oo N Ss 1 N 


Pfister & Vogel 


Branches: BOSTON, MASS., PHILADELPHIA, PA., 
NORTHAMPTON, ENGLAND, 


NEW YORK, N. Y., 
LEICESTER, ENGLAND, 


88 


ST. LOUIS, MO., 


CHICAGO, ILL., 
FRANKFURT, GERMANY 


SAN FRANCISCO CAL., 
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» «> | FINE ENGLISH SHOES 


TO RETAIL FROM $10.—$12.50 


MADE BY ENGLAND'S FINEST 
SHOE CRAFTSMEN 


With the increasing demand by the well 
dressed men of this country for English- 
made shoes, there is also an increasing 
recognition by progressive merchants of 
the products and service of Colt Crom- 
well. 


In keeping with this definite trend toward 
English shoes, Colt Cromwell introduces 
at this time an unusual line of shoes cre- 
ated by England's foremost craftsmen— 
in Martin's Scotch grain, Moore calf, 


and Carl Freudenberg’s calf. 


ono ————=0239 0200 0 ION 


Brogue, semi-brogue, sport shoe, dress 
and featherweight styles in A to D widths 
all feature the snug fitting heel. 


An inspection of these shoes will convince you 
that never before has such workmanship, fit 
and quality been offered at this price. 


No. 778—Full wing tip 0 O C 

brogue in Fruedenberg’s ALL N E P RI E 
willow and black calf. 
Same in Martin's Scotch 
grain, brown and black. 





No. 772 — Fruedenberg’s 


black calf—dress shoe— 
Comfort toe last. 5 Q) 
a 
Per 


No. 774—Medium weight 
Fruedenberg’s willow and 
black calf—<dress shoes for 
town wear. 











Pair 
No. 776—Semi-brogue in 
A ae eee Sua willow and 

ack calf. ‘ " _ 
In-Stock for immediate delivery. 
No. 782—W hite buck 


sport shoe with black or 
brown trimming. 


No. 770 — Featherweight WRITE FOR SAMPLES 


dress shoe in Fruedenberg's 
willow and black calf. ro) 


Colt-Cromwell Co., Inc. 
1239 BROADWAY NEW YORK 


ome om eo oe 0 SO ODO =—=0 0 0 hao 





ono0c———T090NI0CL 
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WOMEN WILL WEAR 


leather heels this spring. Style demands leather 
heels for daytime wear: for walking, shopping, 
motoring, for sport wear and for all other day- 
time activities. Be ready for the demand. 


Built-up leather heels outwear all other types of 
heels. They won’t break. They won’t peel. They 
won’t come off of the shoe. They are safe and 
comfortable to walk on. 


‘And they are the only correct heels for daytime 
wear. 


Specify Renton built-up Leather Heels. They are 
the lightest and most resilient leather heels made. 








Leather Heel 
Broadcasts 


WABC New York 
Renton Heel Co., 63 Allerton St., Lynn, Mass. oa son or 


6:45 to 7:00 P.M. 
WMAQ Chicago 

Mondays 

5:45 to 6:00 P.M. 
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August H. Vogel, Sr., 


Dies 
in Milwaukee 


Was Leader in Leather 
Industry and Prominent 
in Business, Finance 


and Civic Life 


ILWAUKEE.—August H. Vogel, Sr., vice- 
president, secretary and general manager of 
Pfister & Vogel Leather Co., died early Tues- 
Mr. 


Vogel had been at his desk as usual the preceding day 
discharging his responsibilities 


day at his home, 393 Lake Drive, Milwaukee. 


in connection with the 
He was 68 years of age. 

Besides his widow, who was Miss Anita Hansen, of 
Milwaukee, Mr. Vogel leaves six children, including 
two daughters and Theodore Vogel, of the Rich-Vogel 
Shoe Co.; August H. Vogel, Jr., in charge of the 
Soston sales offices of Pfister & Vogel; Hugo Vogel, 
Milwaukee advertising executive handling numerous 
leather and shoe accounts, and Rudolph E. Vogel, who 
is associated with the Continental Illinois Bank, Chicago. 

Mr. Vogel’s life-long activities with Pfister & Vogel 
took him frequently to the company’s distributing 
branches in many foreign countries, and his exceptional 
abilities and unswerving integrity attracted the atten- 
tion of outstanding industrial organizations. At the 
time of his death he was regional director for the Federal 
Reserve Bank in his district, also vice-president of the 
Eagle Ottawa Leather Co., a director of the Western 
Leather Co. and held other positions of prominence. As 
president of the Tanners Council from 1909 to 1912 he 
led the tanning industry in its successful effort to estab- 
lishing hides on the free list in the enactment of the 
Payne-Aldrich bill, an effort which took much of Mr. 


business. 
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August H. Vogel, Sr. 


Prominent Leather Man and Former President of 
Tanners Council Who Died on Tuesday 


Vogel’s time and energy and necessitated frequent 
absence from his home. 

For forty-two years Mr. Vogel had been associated 
in an executive capacity with the Pfister & Vogel Leather 
Co., which his father, Frederick Vogel, Sr., and Guido 
Pfister founded. Born in Milwaukee, Dec. 16, 1862, Mr. 
Vogel entered the tannery business of his father in 1888. 
Ever since joining the Pfister & Vogel firm, Mr. Vogel 
had been an important official in the company and its 
success as one of the country’s largest tanneries has been 
due in large part to his marked ability and knowledge 
of the business. 

Mr. Vogel was president of the Savings and Invest- 
ment Association of Milwaukee. He had served as presi- 
dent of the Milwaukee University School and was a vice- 
president of the Milwaukee-Downer College, a trustee 
of the Milwaukee Citizens’ Bureau of Municipal Eff- 
ciency and a former president of the Voters’ League. 
Mr. Vogel was an Episcopalian and a Republican. Dur- 
ing the war he served as a regional director of the War 
Industries Board. He was one of the first directors of 
the Chamber of Commerce of the United States. 

Funeral services were held Thursday afternoon. 

Mr. Vogel was held in high esteem throughout the 
leather and shoe industries, in which he had a wide circle 
of friends and acquaintances, who will learn with deep 
regret of his passing. He had contributed much to the 
advancement of his craft. 















SATIN DYES 


CAVALIER 


With the social season in full sway, 
women are looking for satin slippers that 
match lovely evening gowns. You can 
supply them and at a splendid profit 
without stocking satins in colors. 


EXTRA PROFITS 


A moderate stock of white satins—a Set 
of Cavalier Satin Dyes—then you are 
ready to start. 


You make a profit on the satins and an 
extra profit on the dyeing service. 


48 Standard Colors 


No trouble to dye satin slippers either, 
because the Cavalier Dye Set is so com- 
plete—48 standard colors—even an as- 
sortment of brushes, a mixing graduate, 
color chart and detailed instructions. 


Complete Set $19.75 
2% cash 10 days—f.o.b. Baltimore 


Write for further information 







CAVALIER CORPORATION 
BALTIMORE, MARYLAND 





























THIS IS THE DOCTOR’S 
SAMPLE CASE 

OF IDEAL BABY 
SHOES We are doing more than 


merely building the finest 
and most extensive line of 
baby shoes on the market. 
We are soliciting the expert 
opinion of doctors and— 
nurses as it has never been 
done before. They are now 
enlisted in advising young 
mothers how to provide 
proper foot covering for 
babies. 


The purpose of each type of 
baby footwear—the techni- 
calities of fit—the niceties of 
construction—all the points 
you have been obliged to 
stress are now being empha- 
sized by doctors and nurses 
who in truth have become 
your best salesmen. 





Our work with 
the leading baby 
doctors of the 
country has greatly 
increased the 
market for Ideal 
Baby Shoes. 








Ideal No. 386 
(last 66) 


































MRS. DAY’S IDEAL 
BABY SHOE CO. 
DANVERS, MASS, 
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EORGE W. MANSON is now 

covering parts of the East and all 
of the Southeast for the Heywood Boot 
& Shoe Co., of Worcester, Mass. His 
territory includes Delaware, Washing- 
ton, C., Virginia, the eastern half 
of West Virginia, Tennessee (except 
Memphis), North Carolina, South Caro- 
lina, the eastern part of Mississippi, 
Alabama (except Mobile), Georgia and 
Florida. This is new territory for Mr. 
Manson, who has always covered the 
Southwest, having sold shoes on the 
road for the last 25 years, the last five 
of which have been spent with Alden, 
Walker & Wilde. Prior to that time 
Mr. Manson traveled for nine years 
with the old Dalton Shoe Co. and for 
10 years was with Thompson Bros., of 
Brockton. 





RANK J. LARKIN, president of the 

National Shoe Travelers’ Associa- 
tion, has instituted a new drive for 
increased membership—a new drive 
with a new angle. Instead of getting 
members one at a time, Mr. Larkin is 
advising the committees in charge of 
this work for the affiliated associations 
to go after them in bunches. This work 
involves selling manufacturers and 
wholesalers on the idea of having their 
men enrolled as a body in the National 
after explaining to them the advan- 
tages enjoyed not only by the salesmen 
but by the firms whose salesmen are 
members. 





PP RBANE B. KING, chairman of the 
Styles Committee of the National 
Shoe Travelers’ Association, has noti- 
fied all members of the committee to 
get their style findings to him as quick- 
ly as possible and to be on the alert 
from now on for any indications of 
things new in style—pattern, material 
and color. Chairman King also is eager 
to have any member of the association, 
whether or not he be a member of the 
Styles Committee, report to him any 
style news of interest. When this in- 
formation has been gathered, digested 
and put into proper form, it will be 
ready for submittal to the Allied Con- 
ference, to be held in New York City 
next April. 





ALSEY ELWELL, who has been 

selling the James A. Bannister line 
in the Middle West, with headquarters 
in Chicago, has joined the sales force 
of the A. E. Nettleton Co., of Syra- 
cuse, N. Y. This is in the nature of a 
homecoming, as Mr. Elwell was a 
Nettleton man prior to going with Ban- 
nister. He will resume work, also, in 


his old territory, the Pacific Coast, mak- 
ing the trip to his new headquarters 
in his car. 
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B. GRESHAM 

e died Feb. 4 
while out on his 
territory. He was 
connected with the 
Craddock - Terry 
Shoe Co. of Lynch- 
burg, W. Va. He 
will be remembered 
by many friends 
as a representative 
of the Boyd-Welch 
Co. of St. Louis, 
Mo., with which 
he was associated 
for a number of 
years. 


ad HE old school of buyers is fast 
passing away,” says A. W. Gage, 
known to the older generation of shoe- 
men the country over the “Gagey.” “As 
I am living in the past,” says Mr. 
Gage, “I often think of those good old 
days. If I could tell of the sales of 
shoes I make almost every night in my 
dreams, the present generation of sales- 
men would envy me. The great trouble 
is that I can’t cash in on any commis- 
sions on these mental sales. My re- 
gards to all my friends. Tell them I 
am still carrying on, for even if I have 
retired I will think of shoes forever.” 

A. W. Gage is now living at 7 High- 
mont Terrace, Montclair, N. J., so drop 
him a line. 


ALTER MATTHEWS, represent- 

ing The B. F. Goodrich Co. in Mil- 
waukee and surrounding territory, 
died recently at his home in West Allis. 
Mr. Matthews was one of the most 
popular members of the Wisconsin 
Shoe Travelers’ Association, in whose 
affairs he took an active part. 





J. B. Gresham 














Exhibits Shoes 103 
Years Old 


Newark, Ohio (UTPS)—A pair 
of shoes 103 years old was exhib- 
ited by the Bargain Shoe Store 
at this place recently. The shoes 
were made in 1827 and were worn 
by Jeanette Murdoch in Glasgow, 
Scotland, at that time. 

The shoes are made of leather 
uppers and thick wooden soles, 
the uppers being neatly tacked to 
the edge of the wood. The shoes 
are in an excellent state of pres- 
ervation and are owned by 
George Jones of Newark, who 
loaned them for exhibition pur- 
poses. 
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Score 100% for Wichita 


ICHITA, KAN., has a _ tremen- 

dously wide trading area. An es- 
timated 35 per cent of its retail trade 
can be classed as out-of-town business. 
It comes from as far away as the 
Texas Panhandle and from towns in 
the State of Oklahoma. Such a town 
must be alive, and the virility of 
Wichita is proved by the doubling of 
her population (now 113,000) in the 
last fourteen years. 

Ten years ago there were seven fam- 
ily shoe stores in two blocks doing a 
combined business of about $850,000. 
Today, in five blocks, 42 shoe stores do 
an estimated business of $2,650,000. 
Outside the heart of the city are 10 
additional shoe outlets. The entire 52, 
including the independent, home-owned 
stores and the chain stores, are sub- 
scribers to THE BooT AND SHOE RE- 
CORDER. 

It is significant that the shoe busi- 
ness of this solid, fast-growing Middle- 
West city has thus “gone RECORDER” 
one hundred per cent. 


JOSEPH P. BYRNE, a former presi- 
dent of the National Shoe Travel- 
ers’ Association, whose health broke 
down under the strain of traveling and 
who retired some time ago to Florida, 
has completely recovered and is profit- 
ably employed in Los Angeles, where 
he has made a connection with an elec- 
trical concern. Mr. Byrne for years 
sold the line of the John Kelly Shoe 
Co., of Rochester, N. Y. 


ANUFACTURERS’ __ representa- 

tives calling on the Atlanta trade 
during the week have included Mr. 
Savin, with the Craddock-Curry Com- 
pany; J. R. Williams, with the Harland 
Shoe Company, and E. L. Rankin, with 
the C. B. Slater Shoe Company. All 
report business as quiet in anticipation 
of spring openings. (UTPS.) 


HE sudden death in Florida of John 

S. Meadows, for many years one of 
the best known and popular road sales- 
men before he assumed executive re- 
sponsibilities, was the cause of wide- 
spread regret in the trade. Mr. Mead- 
ows had traveled for years and was 
always a conspicuous figure at gather- 
ings of manufacturers and salesmen. 
The shoe manufacturing business which 
he established in 1927, Marshall, 
Meadows & Stewart, Inc., at Auburn. 
will be continued by his associates, 
James F, Marshall and Weir Stewart. 
The funeral at Auburn was attended 
by his fellow manufacturers of that 
city and a large concourse of old asso- 
ciates and friends. 





















GENUINE 


REDPIILES 


WATERSNAKE 
DYTHON 








Y 


VT RASAH LIZARD 


CALCUTTA LIZARD 


| FINEST OF ALL 


t 
f 


GERMAN A®D FRENCH 
TANNAGE 


COLORS IN-STOCK 


FOR IMMEDIATE DELIVERY 


Watersnake Python Java Lizard Rajah Lizard Caleutta 
Lizard 


Black 
Black & 


Beige Beige Beige Black 
Black & Brown Brown 
White White Blue 

Beige Alums 
Brown and 


Blue | Glazed 














JEFFERSON IMPORT CO., mvc. 


1328 BROADWAY NEW YCRE, ®. Y. 
MARBRIDEE BUILDING 





FARN EXTRA PROFITS 
DYE THE SHOES 


YOU SELL 
WITH 


FLASH 


A HIGHLY CONCENTRATED 
DYE THAT DYES LINER, 
SATIN, CREPE, MOIRE, IN- 
STANTLY WHILE YOUR 
CUSTOMER WAITS. 


NON -STREAKABLE 
ANYONE CAN DOTIT 
HIGHLY PROFIMABLE 
48 COLORS 


SET COMPLETE WITH 
COLOR CARD 


S BO 


EXTRA REFILLS ALWAYS 
IN-STOCK 


JEFFERSON IMPORT CO., mvc. 


1328 BROADWAY NEW YORK, N.Y. 


MARBRIDGEGE BUILDING 
22 
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Che on Shoe 










Is the pastel kidskin slipper that is worn 
with afternoon frocks of chiffon or lace 
—most adaptable in a soft green that is 
keyed to a popular range of costume 
colours, and contrasts charmingly with 


other pastels— 


‘ 
Ptache , No. 1171 





The Yew Crstle Lat ler Q2,. Gre. 


clamples by request to . | 1702 - 100 Gold Aree, (New York 
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IN STOCK 


Menihan’s Newest Spring Styles- 





The IN-STOCK BULLE- 
TIN is sent weekly to 
all regular MENIHAN 
customers, avail your- 
self of this service by 
placing an order now. 











“EMELIE” 


Special Process 
B-343—Genuine Beige Snake with 
Blond Kid Trim on Saddle....$7.25 





“RAYO” 


Special Process 
18/8 Ouhen Heal 
B-348—Genuine Beige Snake. .$7.25 





B-174—Black Satin .......... 35 

B-175—Patent Leather ........ 35 

B-176—Black Calf (Lt. Wet.).$4.35 
Process 

25 

35 











“GLOW” 


19/8 Heel 
8-399—Mat Kid with Gun Metal 
Perlustre Trim ....+ssssseress 35 
B-406—Sand Kid with Beige Per- 
lustre ss 


“DORY” 


Special Process 
19/8 Hed 
B-373—Gray Ring Lizard Calf with 
Mat Kid Quarter $5.25 


ee eeeeeeeee 





B-374—Beige Snake Calf with Brown- 
stone Kid Quarter $5.25 


“FLARE” 
Special Precese 
19/8 Heel 
B-342—Genuine Beige Snake...$7.00 


“ ” 
BERNIOIA “REGENT” 
16/8 Ouden Heal et 7} oun 
B-354—Brownstone Kid with Gilt 
and Ornament.......+++ 5 edtum Round Tee 
B-355—Dull Black Kid with Nickel B-385—Suntan Kid .....ssee- 00 
“TALLY” and Jet Ornament........seeees $5.00 B-386—Black Satin ........0++ .85 
Bpecisl Presees B-388—Black Calf (Lt. Wet.).$4.85 
14/8 Oubden Hest 


B-370—Beige Calf with Beige Liz- 
alf Trim 75 


ao 
S$ 
Fl 
oR 
ra 
#5 
9 
=} 
g 
a 
5 
ses 
ae 





Pin Se MM. cccccccseccs ) 
B-410—Patent Leather Black Grain 
Ca DWE  ccccccocccccccceses $4.75 





with Nickel 
Note: The ‘ 
to size 9. 


“LEAH” 


Special Process 
19/8 Heel 
9.000 eae Kid with 


B-369—Mat Kid with Gun Metal 
Silk Kid Saddle, Mat Kid Stri; 
ping, Nickel and Jet Ornament.$5. 


THE MENIHAN COMPANY 
In-Stock Department 
ROCHESTER, N. Y., U. S. A. 





Makers of Menihan Arch-Aid Shoes _ 
See page 63 for additional Menihan Arch-Aid In- - 1s Cute Bes 
Stock Styles B-370—Belee ‘Hing Lasert Gelf-$6.00 







Also in 15/8 Cuban Heel. 
B-392—Genuine Beige Ring 
with Sand Kid Quarter........ $6.25 





Special Process 

14/8 Cuban Heel 
B-356—Beige Calf with Gilt and 
Bi t 50 


rown Ornamen 
B-358—Black Calf 








seeeeeseesees 


(Light Ha 
and Jet Ornament.$4.50 
‘Larks’’ are stocked up 








Ne Mode 
B-180—Mat Kid .........sse0. 
B-345—White Kid .........06 : 
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Indiana License 
Law for Chains, 


Held Invalid 


INDIANAPOLIS, IND. (UTPS)—lIndi- 
ana’s “chain store licensing act,” passed 
by the 1929 general assembly as the 
only major general fund revenue-rais- 
ing measure of the session, was held 
void and unconstitutional by three 
judges in Federal court here Feb. 1. 
The decision means that 44,000 retail 
stores in Indiana will escape the licens- 
ing provisions of the act and that other 
sources must be found for meeting the 
requirements of state aid schools. 

he decision was reached by Judge 
Will M. Sparks, of the Circuit Court of 
Appeals, Chicago; Robert C. Baltzell, 
Federal judge for the southern Indiana 
district, and Thomas W. Slick for the 
northern district, who heard the case. 

Lafayette A. Jackson, proprietor of 
the Standard Grocery Company, oper- 
ating 225 groceries in Indianapolis, was 
the plaintiff. With the state tax board, 
charged with administration of the 
measure, and James M. Ogden, attor- 
ney-general, as defendants, Jackson ob- 
tained an injunction June 28, 1929. 

It would have levied a $3 license fee 
on all retail stores singly owned or op- 
erated, $10 each on additional stores in 
chains of from two to five, and as high 
as $25 for each store in excess of 
twenty ina chain. The sum of $250,000 
was to go to state school aid from reve- 
nues collected in the fiscal year 1929, 
$550,000 in 1930, $500,000 in 1931, and 
$300,000 annually thereafter. 

Referring to the license scale, the de- 
cision declared: “Such a classification, 
if enforced, will deny the owner of 
more than one store of the equal pro- 
tection of the law as guaranteed by the 
Constitution of the United States and 
will deprive him of his rights under the 
Constitution of the State of Indiana. It 
is arbitrary and the act in question is 
void and in violation to both the Con- 
stitution of the United States and the 
State of Indiana.” 

“It cannot be disputed,” the decision 
said, “that the amount of license fees, 
or what may be termed taxes, to be paid 
by the plaintiff pursuant to the act in 
question, is determined, not by the 
amount of sales, or the value of such 
business, but solely by the number of 





stores operated by him.” 
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Beige Clair Leading Spring Shade 


Black in Strong Demand to Complement Black Dress Vogue— 
Other Trends in Volume Merchandise 


St. Lours—Beige Clair remains un- 
challenged as spring’s outstanding foot- 
wear shade in volume merchandise. 
This is the opinion of the leaders in 
the largest general line houses in St. 
Louis. Other colors are being bought, 
but the demand for this shade is so 
pronounced that stylists render a unani- 
mous verdict in awarding leadership to 
Beige Clair. 

Shoes of Beige Clair will be trimmed. 
The sport shoes will go in for larger 
splashes of trimmings, the dress types 
will confine their designs to more deli- 
cate effects. The complement to the 
shoe will be shades in the tonal field 
but will run from dark brown to as 
light as Sun Tan. 

In sandal effects, interlacing and 
woven designs through the forepart of 
the shoe are pronounced. The color in 
types of this kind for the most part are 
beige, trimmings being dark brown. 
Perforations both large and small are 
also important in the showing of san- 
dal patterns. 


John J. Baird Becomes 
Shrine Potentate 


COLUMBUS,0O. 
(UTPS)—John J. 
Baird, manager of 
the Columbus store 
of Hanan & Son 
and for two terms 
president of the 
National Shoe Re- 
tailers’ Associa- 
tion, was elevated 
to potentate of Al- 
ladin Temple, 
Nobles of the Mys- 
tic Shrine, at the 
annual meeting 
January 25. 

Mr. Baird has always taken a promi- 
nent part in Masonic affairs and in the 
Shrine activities and has attended many 
of the sessions of the Imperial Council. 
He was also named as a representative 
of the Columbus Temple at the annual 
Council meeting at Toronto, Ont., to be 
held in June. 





John J. Baird 
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Black is having at present a heavy 
demand, being used to complement the 
popular black dress vogue. Dull kid 
assumes leadership in this field, and to 
some extent has replaced the demand 
previously enjoyed by patent leather. 
The black pump and one-strap are the 
preferred patterns. These shoes of 
black are lightly but properly propor- 
tioned in the choice of trimmings. 
There is a distinctive trend harmoniz- 
ing and blending into the black, but 
adding a touch of color to the shoe. The 
motif of the trimming is usually ob- 
tained in lopsided effects. They are 
delicate and never heavy, striving al- 
ways for the tailored appearance. 

Black kid or, in more popularly 
priced shoes, patent, is anticipated to 
score heavily in the spring selling, con- 
tinuing through the season. 

One of the largest houses in St. Louis 
reported 60 per cent of their business 
would be patent leather footwear. This 
refers to shoes priced in the lower 
ranges. 

Indications all point to an extraordi- 
nary demand for white shoes for sum- 
mer. Sport types of footwear will have 
an unusually large season. The colors 
will be white, trimmed in brown or 
black, and beige trimmed in brown. 
The bottoms on a majority of these 
shoes will be rubber. There will be 
leather soles, but in walking oxford 
patterns. 

Pajama sandals have entered the pic- 
ture following the vogue that has be- 
come so popular during the past three 
or four months. Practically all pat- 
terns are punched and perforated with 
large cut-outs on the vamp. Many are 
cut down to the arch. Lightness has 
been the adopted trend in sandals of 
this character. Toes and lasts in popu- 
larly priced shoes continue to perplex 
the stylists. 

Some remain adamant that narrower 
toes will become stronger, with others 
admitting the trend in this direction 
are being confronted with the persist- 
ent demand for round toes. Square 
toes with block heels have not weak- 
ened, was the verdict of an authorita- 
tive stylist. 
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The Pack Flat Tree, il- 
lustrated here, can be 
packed flat,, making it 
convenient and desirable, 
especially for travelers. 





The Bete Tree, illus- 
trated, is so constructed 
that it is possible to ex- 
tend the tree, after it is 
in the shoe, by simply 
turning the handle. 





Examine the graphic chart in the 
upper right corner of this page. It 
shows how hundreds of merchants 
are increasing their profits and, 
at the same time, building up cus- 


tomer good-will. 


They find that customers never 
object to being shown how to 
make their new shoes look better 


and last longer. 


Quite naturally a tree sale follows 
the shoe sale and greater profit 


ensues. 


There is 
a Miller 
Shoe Tree 
for every 
grade of 
shoe 


O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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Tribute to Machinery Pioneers 


Boston Boot and Shoe Club Felicitates Officials of U. S. M. C. on 
Opening of New Building 


Boston, Mass.—Eloquent tribute to 
the pioneers whose inventive genius and 
business vision have contributed to the 
upbuilding of the United Shoe Ma- 
chinery Corporation was paid by 
speakers at the last of the season’s 
dinner meetings of the Boston Boot and 
Shoe Club, held Wednesday evening of 
this week in the Hotel Statler. Guests 
of honor were the officials of the cor- 
poration whose offices in the big new 
U.S.M.C. building (One Hundred Forty 
Federal Street) had been formally 
opened to the trade only a few hours 
before. 

“In considering what I might say to 
you,” said E. P. Brown, chairman of 
the board of the United Shoe Machin- 
ery Corporation, “it was suggested that 
a few reminiscences of some of the men 
identified with the development of shoe 
machinery in the earlier days might be 
of interest.” 

Mr. Brown then mentioned Gordon 
McKay, who, after nearly bankrupting 
himself in the development of the Mc- 
Kay sewer, first adopted the royalty 
system of compensation; Charles Good- 
year, inventor of the original Goodyear 
welter and stitcher, the first machine to 
invade the welt shoe industry; Sydney 
W. Winslow, Sr.; George W. Brown; 
William W. Barbour; John Hanan, the 
shoe manufacturer; Elmer P. Howe, 
who was interested in the original 
Goodyear company; Edward P. Hurd; 
Charles H. Willson and Wallace F. 
Robinson, who gave financial aid in the 
early days of the Consolidated Hand 
Method Lasting Machine Co. 

But it was to Mr. Winslow, Sr., the 
business genius, and Mr. Brown, the 
conservative Vermonter earning his 
living selling sewing machines, that the 
speaker devoted most of his talk. Their 
first business venture together—an in- 
vestment pool—ended disastrously; yet 
later, so firm was the belief of each in 
the other, that they left positions which 
had every appearance of permanency 
and promotion, to handle the Hand 
Method Lasting Machine, invention of 
one Matzeliger, a native of Dutch 
Guiana. The growth and progress of 
other non-competing machines, the 
necessity of servicing these machines 
after they were in the field, the re- 
sulting duplication in expense — all 
these made it logical that some sort 
of a combination be effected and thus 
was born, in 1899, the United Shoe 
Machinery Co., an engaging infant, but 
unruly. 

“T sat on the side lines,” said Mr. 
Brown, “and compared the employees 
of the recently merged companies to 
various tribes of Indians, all used to 
their own ways of doing things—sud- 
denly thrown together under one can- 
vas. The pipe of peace certainly was 
not in evidence.” Early difficulties, 
however, were ironed out under the 
leadership of President Winslow and 
Treasurer and General Manager 
Brown. 

The first real home of the United 
was in the then new Albany Building. 
one-third of the building being leased 
on Aug. 5, 1900, and the rest being 
taken over as needed with additional 
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space on the outside in other quarters. 
The first real United factory was built 
at Beverly—one of the first re-inforced 
concrete buildings in the East, erected 
under the supervision of M. B. Kaven, 
who headed the Building Committee 
which worked with architects and con- 
tractors in the building of 140 Federal 
Street. 

Major Charles T. Cahill, director of 
publicity for the corporation, described 
the service side of the machine industry. 
“Service,” he said, “has made the mod- 
ern production of boots and shoes an 
outstanding industry. No other expects 
so much, or receives so much in the way 
of service. At the present time, the 
industry uses machines that are—some 
of them—as intricate in their adjust- 
ments as a watch and their protection 
and maintenance are the result of an 
evolution that has continued from the 
time of their introduction.” 

Interesting slides were shown to il- 
lustrate the shoes which have been 
worn in other ages and other countries, 
as well as portraits of the men who have 
been foremost in the upbuilding of the 
industry. The new building, One Forty 
Federal Street, was cited as an edifice 
built by service and dedicated to the 
ideals which have made it possible. 





New Fabric for Sandals 














The demand for open-work foot- 
wear, when the weather is warm, is 
basic in character. The need on the 
part of Americans for open-work foot- 
wear was answered in part by the 
European manufacturers of braided 
leather sandals, who could weave these 
by hand at such low costs as to make 
American competition difficult. To 
compete it was necessary to attack this 
problem from an entirely different 
angle and this has been done by having 
a flat shape hand-woven fabric of 
straw, hemp and other materials, so 
designed that there is solid material for 
the quarter and the space covering the 
toe-cap where the wear is hardest, 
while the rest of the vamp is open. 
This enables the American shoe manu- 
facturer to utilize the standard shape 
in his own individual way, so as to 
produce a unique product embodying, 
though, the basic principles of an open- 
work shoe. 

A United States patent has been 
granted covering many fundamental 
claims not only on the hand-woven 
shape itself; but also on the shoe made 
of it. So beautiful and practical has 
the shoe been deemed, that one of the 
highest-class shops in the city featured 
it. 
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Scientific Health Shoes 
+ or Ch ildre ren a) 
insure Normal Feet 














different sizes 
of Children’s Shoes 
In Stock TODAY 


All Genuine Goodyear Welts 


All 3/5 and 5%4/8 very flexible 
Gold Spot soles. 


Spartan 


All 8%/11% and 12/2 except Style 115 are 
very flexible oak bend soles. 
Style 115 8%/11% Gristle sole. 








All soles stitched aloft except 12/2 leather 
This is channel bottomed. 
Sole leather box toes on all except soft 
toes on 3/5 run. 
Sole leather counters. 
Full grain Calf, Elk and Patent 
Kid quarter lining all low shoes. 
One of our 
twelve stock 
shoes. 





Style 115 Camel and Log Cabin 
Elk Sport Oxford 


PRICES ON ALL STYLES 


C-D B-C-D B-C-D A-B-C-D 
Size 3-5 5%-8 8%-11% 12-2 
Cost 1.80 2.10 2.40 2.85 
Can be retailed at— 

3.00 3.50 4.00 4.50 
Average profit 38+ % on retail selling price 
Terms— 5% 10 days—net 30 
West of Rocky and East of Allegheny 
Mountains, 5% 20 days—net 40 


Write for Catalogue. 


Twelve Styles in Stock. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
Aurora Missouri 
Makers of famous National Park Hiking 
Boots; Sportwalks—smart light weight 


welts for College girls. 




















There are NO Infants Shoes to Equal the 


ELAMWAY 


(Cemented Soles) 
Process Footwear 


Lizard Trim Elk Sandal 
Patent Elamway FOR YOU there’s a better profit— Elamway Soles 


” there’ll be no returns, for soles 


cannot come off— 


" there’s a guarantee of no staples, 


tacks or stitches— 


there’s complete satisfaction in 
selling the easiest and most com- 
fortable shoes ever made for 
little children. 


7032—Patent; lizard trim; Elam 7043—Light Smoke Elk. Big seller 
Cemented Soles. now in Florida and California. 


INSIST ON A FEW OF THESE SHOES FROM 





ELAM 


ELAM | YOUR JOBBER. 
dmP() GIVE THEM A FAIR TRYOUT. YOU'LL (6m 
QUICKLY BECOME WEDDED TO THEM. 


Trade Mark Trade Mark 


rs, 









We do not sell the retail 
trade, but leading whole- 
salers have them in beauti- 
ful styles. 


If your jobber cannot supply 
you write to us. It will more 





8000—Patent Blucher. Elamway than pay you. 


Process. 8013—Smoked Elk Blucher. Perfo- 
rated Vamp. Elamway. 





Ye Olde Way The Elamway 





Made with tacks and stitches under the Perfectly smooth soles and no metal in- 
tread—uneven bottoms. side or out. Smooth bottoms. 











F. S. Elam Shoe Co., Inc., Manufacturers, Rochester, New York 
Look like Turn Shoes, but will give Thrice the Wear and Satisfaction 
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Ernest Burrill to Be Headliner 
at York Meeting 


York, Pa.—Ernest A. Burrill, whose 
activities have made him one of the 
best known men in the shoe industry, 
has been selected by the York Shoe Re- 
tailers’ Association to be the speaker 
at the annual get-together meeting on 
March 10. The association has planned 
an innovation for the meeting because 
of the prominence of the speaker and 
will invite all sales persons in the city 
of York to hear Mr. Burrill deliver his 
lecture of “The Joy of Selling.” 

The “get-together” meeting is an an- 
nual dinner event of the York Associa- 
tion at which its members bring their 
salesmen to secure further cooperation 
‘and mutual liking between employer 
and employee. Heretofore, the meet- 
ings have been confined solely to the 
shoe retail trade, but at the March 10 
meeting any person in the retail sell- 
ing business will be welcome. The 
meeting will be held in the Hotel York- 
towne and will open with a dinner at 
6.15 p. m., after which Mr. Burrill will 
speak. Shoe dealers of Harrisburg and 
Lancaster will attend the session. 

Because of his former connection 
with the Walk-Over organization as its 
merchandising director, his present 
chairmanship of the shoe trade’s four- 
million-dollar advertising campaign 
and the National Shoe Retailers’ Asso- 
ciation connection, the York association 
expects at least 300 persons to be pres- 
ent when Mr. Burrill talks upon the 
value of salesmanship as an essential 
need in the distribution of a nation’s 
products. 

The following committeemen of the 
York association will handle the details 
of the affair: Tickets, Edward Reine- 
berg, Charles Martin; arrangements, 
Harry Bamer, Cletus Reineberg; music, 
C. Lutz, John Dennis; speaker, Mose 
Leibowitz, Jesse Brown, Jacob Reine- 
berg, and, greeters, George Smith, 
Louis Leibowitz and Jack Freedman. 





Fisher Company Adds Shoe 
Department 


EVERETT, WASH.—One of the impor- 
tant new departments to be added by 
the Fisher Company, pioneer Everett, 
Wash., department store, which recent- 
ly moved into its new and greatly en- 
larged quarters, is a splendid main 
floor shoe section. This section has 
been placed under management of H. 
E. Barber, former owner and manager 
of Barber’s Bootery in this city. Mr. 
Barber was formerly at the head of his 
own business in Twin Falls, Idaho, for 
twenty years. He had operated the 
Bootery in Everett for the past two 
years and has a wide acquaintance 
throughout the Pacific Northwest. 

Shoes of better quality at popular 
prices are being featured in the new 
shoe department. Foot Savers and 
Peacock are among the featured lines. 
Between $12,000 and $15,000 stocks are 
carried. 

The department is located to the rear 
of the main floor at the left of ele- 
vators. Stocks are carried on open 
shelves. Fixtures, chairs and fitting 
stools are of mahogany finish. Blue 


carpets cover the floor and attractive 
panel mirrors form the outer ends of 
stock cases in the back of the depart- 
ment, 
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Douglas to Go on Air 


BROCKTON, MAss. 
—Further aug- 
menting its adver- 
tising campaign, 
the W. L. Douglas 
Shoe Co. has de- 
cided to take to 
the air with its 
“Douglas Shoe- 
makers,” which 
will be heard week- 
ly every Thursday 
night beginning 
March 13 over the 
Columbia network 
through 365 sta- 
tions from the Atlantic to the Pacific. 

Getting away from the _ regular 
theme-song idea, Advertising Manager 
Lester D. Morse, recently elected a 
member of the board of directors, has 
arranged to open the program each 
evening with the presentation of tap 
dancing, to be done by a dramatized 
negro character to be called “Singing 
Feet.” Earle Nelson, famous radio 
crooner; John Herrick, baritone, heard 
over the air many times, and a radio 
ensemble orchestra will comprise the 
Douglas troupe. 

Five pairs of Douglas shoes will be 
awarded each week to those sending in 
the funniest stories for “Singing Feet,” 
to broadcast. 





L. D. Morse 


Changes in Armstrong Cork 
Co. Personnel 


LANCASTER, Pa.—Armstrong Cork 
Co. has announced the following 
changes in the personnel of its Boston 
sales office: ° 

W. F. Mansur, who was formerly 
manager of that office, has been trans- 
ferred to the headquarters of the com- 
pany at Lancaster, to take full charge 
of the sales of the entire line of shoe 
products to all the domestic trade. 

R. J. Fitzgerald, who formerly acted 
as assistant to Mr. Mansur, and who 
covered the trade south of Boston, has 
been promoted to manager of the Bos- 
ton office. 

H. R. Ensor, who has been operating 
as a salesman for the company, call- 
ing on the Pennsylvania trade for sev- 
eral years, and who has had consider- 
able experience in the retail shoe busi- 
ness, has been transferred to Boston 
to assist Mr. Fitzgerald. 


L. B. Sappington Goes with 
J. L. Hudson Co. 


BuFFALo, N. Y. (UTPS)—Louis B. 
Sappington, vice-president and general 
merchandise manager of the William 
Hengerer Company, with supervision 
over the footwear departments of the 
store operated as a unit of the Associ- 
ated Dry Goods Corporation, of New 
York, has resigned, effective March 1, 
to become assistant general merchan- 
dise manager of the upstairs store of 
the J. L. Hudson Company, of Detroit, 
it was announced by Edward L. Hen- 
gerer. 

Mr. Sappington has been associated 
with the William Hengerer Company 
for six years as a merchandising execu- 
tive and assumed the position of vice- 
president about a year and a half ago. 
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That are Real Profits When 


You Adopt This Sure 
Method of Correcting Arch 
Trouble. 















The Musebeck 
Arch Support 
0 0 0 $008 os 


because 


We 


profits” cal 
salesmen need no special training 
to sell this Arch Support Insole 


say “real 


Feature and because it is very 
simple to fit, requiring no more 
time than to fit an ordinary shoe. 
This Arch Support Insole is a 
pliable leather saddle, fitted to the 
contour of the normal foot. It is 
built right in the shoe. It gives 
positive relief to the most stub- 
born cases of arch trouble. Can 


be had in every last of the Muse- 
beck line. 


IN STOCK 


Orthopedic 
Last 






S70 Blk. Ruby Kid-Arch Support 
Insole 
Price $4.85 





MUSEBECK 
SHOE, COMPANY 


DANVILLE, ILLINOIS 

























The Policeman 
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FNDURANCE 


Policemen walk more and abuse their rub- 





ber heels more in one day than most of us 





do in a week. United “D” and Button Heels 






withstand this rigid test of durability. Manu- 


facturers have adopted these modern, smart 






looking heels as standard equipment, because 






their tight attachment and flat tread protect 






the style and service that have been built 






into the shoe. 





Look for the 


“Dp” 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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NEWPORT 


2950—Smoked Elk, Light 
Smoked Elk Trim. 


20951—Tan Elk, Dark 
Smoked Elk Trim. 


(Plantation Crepe Soles) 


Sizes 8 to 8; O wide; $3.00 


B. FRIEDMAN SHOE CO., Inc. 


1098 READE STREET ESTABLISHED 1880 








Ne. Lee7 Natural tan python one-step No. 1616—Natural tan python 
with high heel. French corded. eyelet tie with Cuban 
aby Spani 


in baby” Spanish ) Bes * Cuban heel. high heel and B 
- 8. Sizes to 8. C wide. 
Same shoe in Prien 9n5 white python. 


C wide. 
Same shoe in black and white hon. 
Price $2.25 - 


BLEECKER SHOE CO., Inc. 
Boston, 216 Essex St. 


138-140 Duane St. 
Philadelphia, 17 No. 4th St. 





“Imitation is the sincerest form of flattery” 


Qhe tt 
a mp 


“Queen of all operas” 


Now $3.25 in Patent Leather, Black 
Satin and Kaffor Kid. 


Widths Sizes 
AA to C ° 2% to 8 


Duane_Shoe (mpanr 42°stE 7R2e" 








He NEW 


Justifying A 


Most of you will recall, a little over tw 
months ago, the extraordinary step take 
by the Crescent Shoe Co. of New York, ; 
an expression 
their effort | 
increase produd 
tion, maintaij 
labor and conse 
quently to assig 
the merchan 
toward quickef 
turnover, in 
creased sales vo] 
ume and bigge 
profits. 

Despite conf 
siderable advers 
criticism whic 
suggested the inadvisability of such a move 
the Crescent organization establishe 


Alfred W. Copland 





The Most Powerful Line of $2.95 
Retailers in America! 


Every good, reliable merchant who 
needs such a shoe to stimulate 
business cannot afford to pass w 
this line without a trial. 


The True Winner for Spring! 


A real hot pattern in a one-eyelet tie i 
The Rogue Tie parchment kid, brown kid trimming and 
perforated underlay. Also in patent leather with parchment kid trimming ani 
——= perforated underlay. 
is comes in Cuban and 21-8 full breasted Spanish heel. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices" 
Headquarters for Mail Order Houses, Department Stores and Bargain Basement 





THE HIT OF THE SEASON 


5363—Patent trimmed with gunmetal and 
silver piping. 22/8 Spike heel. 
5364—-Same in 15/8 Cuban heel. 
5365—Kaffor Kid trimmed with Patent 
and silver piping. 22/8 Spike heel. 
5366—Same in 15/8 Cuban heel. 
5367—Moire Satin trimmed with black 
ly and silver piping. 22/8 Spike 


s000—Setoe kid trimmed with Parchment 
and brown piping. 22/8 Spike 


eal. 
5360—Seme in 15/8 Cuban heel. 





NEW YORK 








Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 


A to C—3 to 8 
In Stock at $3.25 
£0700 Smoke Elk, Tas 
Calf Trim 
= 
tae. ™ 
P 30705 White Elk, White 


$0706 White Elk, 3ik 
Calf Trim 


CONCORD SHOE CO." Inc. 22%,2=pe.3t772t 
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‘. GAY, SALEABLE 
44h Unusual Policy COLORS 
guier wm drastic cuts in their regular prices without 
ep take the slightest compromise in quality, style, » 
York, fabric - pattern. This created an oppor Low in price... high in quality. Retail ae $3, $4, M 
ession \ tunity for the progressive retailer which is with big margin of profit. Choice of colors, including 
| . . Pastel shades ... blue, pink, gold, orchid, green. Ser- 
fort} rarely duplicated in the field of merchan- viceably lined. Spring heels and Cuban heels, covered or 
ee Duco’ed 
roduc dising. ; 
eae “ GOLO SLIPPER COMPANY 
d cons¢ In a recent interview, Mr. Copland ex- ssicisaastcinine manana 
to assis pressed his confidence and satisfaction that 
rchanf the Crescent’s policy, starting last Decem- 
quicke ber, has been entirely justified. To quote Sensational Values 
er, i him, “We are busier now than we ever 
ales vol were, due to our unusual reductions, which Imported Czecho 
| bigge increased our volume and supported the Sandal 
_— retailer in meeting chain store competition. Eireere — 
o> tae This addition to the usual Crescent service 975—Natural Calfskin with brown trim..................00ce00 $2.25 
q . . . 976—Natural Calfskin with white trim................00ceeees fe 
whic for retailers has been recognized by their ana... 3.85 
a move 1930 renewal orders.—A bigger and better 978—All white eno ie aaraeeas 5660 06006446400006460088% 2.35 
year for the shoe industry is my prediction.” 
ablishei y yp J. WEISS SHOE CO. 
137 DUANE STREET NEW YORK CITY 
»f $2.95 Boys’ “Dr. Campbell’s” Sport Oxford LEAD a pd IN 
i! e ar he on ouse selling a 
Made with ” Barrett's rython leathers : 
e re ic U 
sas Du-Flex Gristle Sole & Heel. 33.00 net. °* 
» stimulate (1) —_—. 
to pass » 3508 Smoke Elk Tan Calf Trim. (2) Genuine on 7 a 
. 3510 White Elk Black Calf Trim. (3) Binh Grade Mekees 
3 Ryclet Oxfords No. 4403 
' Spring! Sizes | to 6; widths B to D. Spike and Baby Heels 
eyelet tle is Samples sent prepaid. 
‘imming and 
imming and ~ 
Price $3.50 TASS: «”’ “4 
4400 = “= = + soe 
in POWELL & CAMPBELL - . ae 
Sey a 122 DUANE STREET ESTABLISHED 1879 VEY BROTHERS SHOE Co. 
~ | : : GENUINE PYTHON OXFORDS WITH 
| *~{mmediate Delivery Only COMBINATIONS OF BLACK, BEIGE , 
2 Imported GREEN AND BLUE J 
Braided Sandals IN STOCK 
to 8 2 1 No. 300—Black kid vamp, — 
t $3.25 $2.10 lucher "Bator, "8/8" spent” es 
P T per iy, 50t--Same as Rn 300 in 15/8 
>” pair tg AL 
Spanish heel ......seessesesess . 
= Tes in 12-pair lets. Colers No. | 303—Green "kid, "2078" " Spanish 
—_ a Ae ne Soe ‘id, "3876" paca hea 
Ik, Sik Lm 
PANY, Inc. J SOS Bee UOT CORP 
ptt 147 DUANE STREET 4 “We ITSNEWE SANS Hasire ORK 
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WHERE TO BUY 
Men’s Shoes 

















GHE EST GRAD ADE U.S.A. x" 
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87 STYLES IN STOCE 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


irre 














STEADY PROFITABLE 
BUSINESS IS WANTED.SELL- 


—? 


mage « Gz 
Med BUN 


"REYNOLDS CO nc: BROCKTO N MASS 


ion 


(P).. A. PACKARD ARDCO., Makers 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
Brockton, Mass. 














As Paris Sees the 
Swirl of Styles 


(CONTINUED FROM PAGE 36) 


An entire gray ensemble, marrocain 
frock, felt and straw hat, antelope shoes 
with steel buckles, gray suéde long 
gauntlet gloves, antelope envelope bag 
with steel fastener, is given a touch of 
color by a bunch of single violets worn 
close to the squirrel collar and a purple 
handkerchief. This was seen at Dre- 
coll’s opening, worn, I think, by an 
American, and unmistakably new (the 
day was warm). 

Marthe Regnier shows pumps to 
match some detail of the ensemble, but 
not the frock. A beige tweed with red 
threads has red necklace, red bracelets, 
red bag and shoes. This idea of match- 
ing the jewelry instead of the frock and 
hat has originated with Marthe Reg- 
nier, who has always been noted as one 
of the best dressed actresses on the 
French stage. Her dressmaking house 
is about four years old, while the mil- 
linery end of the business is a couple 
of years older. When other actresses 
were badly shod, Madame Regnier was 
wearing exceptional shoes, and since 
opening her dressmaking establishment 
she has made a point of having her 
mannequins properly shod. She shoes 
a black lace frock with jade jewelry 
and jade color crépe de Chine pumps 
bound with black satin, black satin 
heels. Needless to say, long black 
suéde gloves are to be worn with this, 
and they are stitched with jade green. 
Blue shoes are shown with a gray en- 
semble, the only blue trimming being a 
blue handkerchief and blue necklace. 
Bright green shoes go with a light beige 
sports suit, green wooden bead neck- 
lace, green leather belt and flower in 
the buttonhole. 

It would seem that to be smart and 
well dressed this spring one must have 
original taste and a good eye for color 
combinations; another complication just 
when we were getting used to having 
everything match! 

The neck scarf for sports wear often 
matches the shoe material, the shoe 
trimming being of the dark color of 
the scarf, naturally in kid. Hats are 
being made of the tweed suit material, 
bags as well, and the quarters of shoes 
with leather heels and kid vamps. 


Douglas Stockholders 
Hold Annual Election 


Brockton, Mass.—Herbert L. Tink- 
ham was reelected president and other 
officers were chosen as follows at the 
annual meeting recently of the stock- 
holders and directors of the W. L. 
Douglas Shoe Co.: 

Vice-president, Charles D. Nevins; 
clerk, Burton J. Torrey; treasurer, 
Charles D. Nevins; assistant treasurer, 
Warren A. Weeks; directors, Herbert 
L. Tinkham, Charles D. Nevins, Bur- 
ton J. Torrey, Clarence C. Reed, Her- 
bert S. Rogers, Ernest S. Rogers and 
Lester D. Morse. 

Mr. Morse, the new director on the 
board, has been in the employ of the 
company for 28 years, during which 
time he has been identified with the 
advertising department, of which he 





has been manager since 1926. 
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Felser Bros. Open New 
Baltimore Store 


BALTIMORE, Mp.—The formal open- 
ing of a new Felser Bros. shoe store 
at 3220 Greenmount Avenue, Baltimore, 
Md., gives the city an interesting addi- 
tion to the exclusive retail shoe field. 
This store is the eighth in the chain 
operated by Felser Bros., all except one 
of which are located in Baltimore. It 
is the most modern store of the group. 

The exterior of the store is a little 
unusual from the usual run of Felser 
Bros. shoe stores, which makes it out- 
standing among the group. It has 
three substantial display windows, two 
flanking the entrances to the store and 
one between the two doors of the en- 
trances, which permit a good display of 
footwear and hosiery. A hosiery sec- 
tion is maintained at this store as is 
the case in all Felser Bros. stores. 


Herbert Goldman Takes 


Over Store 


San MatTEo, Cat. (UTPS)—The San 
Mateo branch of the Shoe Mart, Inc., 
with home store in Richmond, Cal., has 
been taken over by Herbert Goldman. 
Mr. Goldman has had six years of ex- 
perience at the Richmond store of this 
firm, and this is his first venture as 
the owner of a shoe store. 


The Working Foot Needs 
Springtime Care 
(CONTINUED FROM PAGE 45) 


toes involved. If the crack fails to heal 
within a few days it is wise to consult 
professional advice. In fact, let me 
make this point clear and firm. Don’t 
neglect your feet—and don’t think just 
because they are feet that you can doc- 
tor them yourself. 

A noted dermatologist has stated that 
at least 10,000,000 people in the United 
States are now suffering from simple 
ringworm of the feet—sometimes called 
“athlete’s foot.” Most of these people, 
it seems, do not know what ails them. 

A bulletin from the United States 
Public Health Service warns of the 
prevalence of this annoying condition. 
It begins, as a rule, between the toes, 
where it is often overlooked. 

Frequently it starts in between the 
fourth and fifth toes, for the “little” toe 
is pressed in tightly by the shoe and 
provides a warm pocket for the germ 
to thrive. The skin becomes red, 
scalded in appearance, and frequently 
there develops a white scale that may 
be dry or moist. There may appear a 
little cracking between and beneath the 
toes, also small blisters and itching. 

The ailment is persistent and is likely 
to spread—read in the March 22 issue 
all about interdigital ringworm—for 
it is very prevalent among industrial 
workers. 











Crossett Shoe Company 
Moves Boston Office 


Boston, Mass. — The Crossett Shoe 
Co., of Auburn, Me., has moved its 
Boston sales headquarters from 166 
Essex St., to the remodelled building at 
212 Essex Street, opposite the South 
Station. Larger quarters have been 
leased and many improvements have 
been made in office arrangement. 
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Fred Kohler Heads Louisville 
Shoe Dealers 


LOUISVILLE, Ky.—The Louisville Re- 
tail Shoe Dealers Association at its an- 
nual meeting at the Tyler Hotel, the 
evening of Feb. 11, elected Fred B, 
Kohler, department manager of the 
Rodes Rapier Co., as president; with 
T. S. Van Hosen of the Bostonian men’s 
department, of the Boston Shoe Co., as 
vice-president; C. C. Stephens, of the 
Edwin Clapp Stores, Inc., secretary, 
and Ed C. Anderson, of the W. L. 
Douglas Co., as treasurer. The election 
followed the usual dinner. 

Mr. Kohler has been a member of the 
organization since its formation in 
1918, he and Ed Anderson both being 
charter members. Mr. Kohler for.a 
number of years was with Crutcher & 
Starks, going with the Rodes Rapier 
Co. about six or seven years ago. He 
succeeds Roger Dougherty, manager 
of the M. Dougherty store, as president. 
Dougherty is another of the original 
charter members. 





Fontius Enna Jettick Boot 
Shop Opened 


DENVER, CoLo. (UTPS) — Fontius 
“Enna-Jettick” Boot Shop, 1534 Curtis 
Street, Denver, Colo., went over “with 
a bang” on its opening days, Feb. 7-8, 
selling 176 pairs the first day and 240 
on the second. One hundred sixty-five 
different sizes and widths, including 


fifty smart styles, were advertised for | 


these opening days, with prices rang- 
ing from $5 to $6. 

A regular $1.50 Overnight bag was 
given away with each purchase which, 
according to C. J. Scott, manager of 
the new store, accounted for the huge 
crowds that thronged the store during 
the first two days. “This bag,” said 
Mr. Scott, “was selected in preference 
to the customary offer of silk hose, and 
I think it worked wonders in drawing 
trade.” 

This new exclusive shoe shop for 
women is one of the several stores op- 
erated by The Fontius and is situated 
far enough away from the main store 
to avoid any overlapping of interest. 
Its location so near the center of the 
matinee interest will insure a large 
patronage to the new enterprise. 





Agitation Against Chains 
in Alabama 


BIRMINGHAM, ALA. (UTPS)—The 
Independent Merchants Association has 
been carrying on a strong campaign 
against chain stores over a local broad- 
casting station nightly. 

So strong has grown the agitation 
against the chains that it is being put 
into politics. Charles C. McCall, pres- 
ent attorney general and candidate for 
governor, has declared himself against 
chains. In fact, he has been one of the 
main factors in addressing the public 
over the radio. 

Independent merchants are nearly all 
carrying cards in their windows declar- 
ing the store to be independent and 
home owned. 

The depression in business in Bir- 
mingham in the last year is blamed by 
some on chain stores, which are con- 
sidered to have taken capital out of 
the State, according to the viewpoint 
of many people. 
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Java Lizard for Spring 











SN DF WOLOCK BHAI 












Spring Wears a Java Pump! 
Aad what « emart, mast Spring she is, for there's 
caching cower then this fashionable Reptile 
Pump! The Selon presents this stuoning 
Original i Java... .0r Python ..". or 
Worsssoabe ....2 lovely Shoe tor Spring 


WOLOCK 


PCAN AVENUE AT MADISOW 








A_ striking advertisement from 

Chicago featuring one of the de- 

cidedly new pump models in Java 
lizard, python or watersnake 





Develop New Dressings 


for Popular Leathers 


BALTIMORE—The pessimimstic state- 
ment sometimes made that there is no 
worthwhile outlet for shoe dressings in 
the shoe store is very thoroughly con- 
futed by the experience of the Cavalier 
Shoe Polish Corporation of Baltimore, 
who report for 1929 a 30 per cent in- 
crease in business over 1928, which, up 
to that time, had been their greatest 
year. This is particularly pertinent in 
view of the fact that Cavalier polishes 
are sold in shoe stores and shoe depart- 
ments only. Sales in other avenues of 
shoe polish distribution, such as drug 
store and other fields, are not sought by 
Cavalier. 

J. V. Lobell, president of the com- 
pany, stated that their sales and manu- 
facturing policy call for considerable 
alertness. One example of this is their 
study of shoe materials in vogue, which, 
among other things, has developed for 
them a dressing for the white elk which 
will be such a factor in the coming 
spring sport line. Another feature that 
is soon to be brought out is a special 
dye in all of the wanted shades for 
white doe skin. These dyes enable the 
shoe merchant to buy shoes in white 
doe skin only and then dye them special- 
ly to meet the tint requirements of the 
individual customer. 

Very complete service is extended by 
the house, an example of which caused 
comment in Toronto local newspapers 
when, in order to keep an appointment 
on time, Captain P. A. O’Flanagan took 
passage in the air mail plane from 
Montreal. 
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WHERE TO BUY 
Men’s Shoes 








“A MAN’S DECISION” WEL 
3 

ve 

Men’s 

Fine 

Bhoee 

SHOE ola 
Boston—183 Essex Street Bhoe Go. 
Brockton, 

N. Y—015-917 Marbridge Bldg. Mass. 














WHERE TO BUY 


Sport Footwear 





BASS MOCCASINS 


(i i FOR MEN AND WOMEN 
r Wer). ‘The Sports Footwear 
SF %, 1 that Comfort demands and 
Ne Fashion endorses 


a na GH Bass & Co sitsn 
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WHERE TO BUY 


Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 





easily when 
tramsparent form is in 
Write 


THE SHOE FORM CO., Aubura, N. Y. 
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WHERE TO BUY 


Shoe Ornaments 


res eee 








THE 


REYNOLDS <@{](> COMPANY 


7 Eddy Street 
Providence, Rhode Island 


MANUFACTURERS 
SHOE ORNAMENTS 
JEWELRY NOVELTIES 


EXCLUSIVE DESIGNS 



















WHERE TO BUY 


Men’s & Women’s 
Slippers 














The Last am 
Word in 
Quality 
Slippers "wm 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y 
MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 





Prices from 


$2.15 to $8.50 W. S. CHASE & SONS 


Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 














PARISTYLE FOOTWEAR MFG. CO., INC. 








cl 





Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 


William Pidgeon President 
of Rochester Group 


ROCHESTER, N. Y. 
—At the annual 
meeting of the 
Rochester Retail 
Shoe Dealers As- 
sociation Wednes- 
day, Feb. 12, the 
newly elected pres- 
ident, William 
Pidgeon, took a de- 
cided and emphatic 
stand against ex- 
acting any money 
from shoe and 
other manufactur- 
ers for the privi- 





William Pidgeon 
lege of exhibiting at the coming New 


York State convention to be held 
at Rochester Sept. 7 and 8 next. His 
sentiments were echoed by other offi- 
cers and members. Mr. Pidgeon said 
that salesmen and manufacturers com- 
plain that they are being dragged into 
too many State conventions, and that 
the cost is not warranted. 

“T, personally, welcome the coming of 
the convention to Rochester,” said the 
new president, “and I feel that we will 
have a finer meeting if our attention is 
given entirely to solving our own prob- 
lems. I am opposed to charging for 
advertising in any so-called program 
or convention booklet, or for exhibit- 
ing merchandise. If we do not give of 
our time looking over lines, and if we 
do not buy we are criticised, and I be- 
lieve we should pay our own bills 
through our dues and registration fees 
and not invite the criticism of our good 
friends, the salesmen. Personally, I will 
have nothing to do with a convention of 
that kind.” 

Officers elected were: President, 
William Pidgeon, Jr.; vice-presidents, 
George Trentman, William Eastwood & 
Son Co.; Ernest R. Park, Park-Bran- 
nock Co.; Wilbur White, Arch-Aid Shoe 
Shop, and Philip H. Leckinger, of the 
Lec inger Shoe Store; secretary-treas- 
urer, Fred L. Myers, of the Myers 
Shoe Store. Pearl M. Van Deventer 
presided at the meeting. 

President Pidgeon appointed a com- 
mittee composed of Guy L. Bogard, of 
McCurdy’s; P. M. Herman, of I. Miller 
Co., and Robert H. Moore, of Hanan & 
Son, to devise a plan to increase the 
membership, influence and better ser- 
vice to the public of the Rochester as- 
sociation. The meeting was largely at- 
tended, and several gave talks suggest- 
ing weekly meetings and more activity 
in order to become better acquainted 
and looking to more progressive busi- 
ness methods and better profits. 
Resolutions were adopted congratu- 
lating William Eastwood & Son Co. on 
celebrating its 89th year_in business, 
and wishing that company even greater 
success in its new store on East Ave- 
nue which it will occupy March 3. 
Another meeting will be held Wed- 
nesday noon, Feb. 19, at the Seneca 
Hotel, at which time the directors and 
officers of the State association will 
be its guests. The directors will hold 
a dinner and business meeting at 7 
p. m. the same day. 





EN L. STEWART, salesman for the 
Maid-Rite Corp., of Brooklyn, N. Y., 
who travels Texas, Okla., and east New 
Mexico returned to his territory with 








the new line of slippers for 1930. 


Adventures in Merchandising 
[CONTINUED FROM PAGE 39] 


“Now coming back to the Picture 
Book, it shows individual pictures but 
does not give a composite picture of the 
stock so that we may see the defects in 
our selection of styles before the cus- 
tomer points them out to us.. See what 
I mean?” 

“Wait, gentlemen, wait! I have a 
brilliant idea!” exclaimed Elmer. “It’s 
just what you want, a Style Control 
Chart! Here, Charley, get your pencil 
out and obey me for a while.” 

So saying, he and Charley set to 
work and listed all the Spring orders 
on one sheet, placing them according 
to material, price, heel and pattern. 
(Fig. 2.) The Picture Book supplied 
all the information. The whole thing 
was done so easily and quickly they 
laughed at themselves for not thinking 
of it before. 

Here was a surprising amount of 
real information! They noted that, 
while the totals of high and low heels 
were in about the right proportion, 
they were away off in several mate- 
rials. The same applied to the distri- 
bution of pumps, straps and ties. 

The parchments and beiges had 
eleven styles of high heels and only 
four low. That’s wrong. And not a 
pair of high heel browns! The black 
kids were almost all straps, and the 
$6.00 high heels were all straps. 

“This is a shock!” said Charley. 
“Here I thought we were all set to 
open the Spring season just because 
our total purchases were about right. 
Now we’ve got to do some overbuying 
to fill the vacant spots where we know 
we must have shoes.” 

“Being the inventor of the Style 
Control Chart I am the logical author- 
ity to explain its uses,” Elmer de- 
clared with mock dignity. “You should 
have started this chart when you began 
your Spring buying, putting down 
every purchase as you made it. Your 
totals should be kept in pencil so you 
can change them as additional styles 
are entered. 

“By so doing you would achieve a 
ae balanced stock, the best as- 
sortment in the fewest possible pairs. 
There would be no overloads, no short- 
ages. Your Picture Book shows your 
purchases, your Style Control Chart 

your needs.” 


—_— 


Planning for Monthly 
Meetings 


ROCHESTER, N. Y.—The special com- 
mittee headed by Guy L. Bogard, to 
devise plans for a more active local 
association, held a meeting last Thurs- 
day and will recommend at least one 
meeting a month, which will be open 
to independent shoe store owners, de- 
partment buyers and operators of spe- 
cialty or chain stores. Chain store 
managers will be welcomed also. Mr. 
Bogard has had much experience in the 
association work in Louisville and other 
cities, and he and his associates on the 
committee, Messrs. Moore and Herman, 
are enthusiastic in the belief that the 
Rochester association can be made of 
much benefit to the retail shoe trade, 
also render an-improved service to the 
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Chain Managers Look for 
Business Upturn 


CoLumBus, OHIo (U TPS) —The 
semi-annual district supervisors and 
sales conference of the Schiff Company, 
operating a chain of 160 retail units 
throughout the country, was held at the 
Deshler-Wallick Hotel, Columbus, Feb. 
3 to 8 inclusive. The conference was 
attended by about thirty-five super- 
visors and district managers in addition 
to executives and was featured by a 
banquet Feb. 5. 

Robert W. Schiff, president of the 
company, greeted the managers and 
also presided at the banquet. Albert 
Schiff, vice-president and sales man- 
ager, was in direct charge of the con- 
ferences. Oscar Muninsky, head of the 
Boston buying office of the chain, was in 
attendance to describe style tendencies 
in the East and among the manufac- 
turers of ladies’ shoes. 

Spring purchases, style trends and 
general business conditions were dis- 
cussed. Purchases are made through 
the Columbus office after hearing from 
all district managers and getting their 
opinions of style tendencies. 

It developed that 90 per cent of the 
managers believed that the year 1930 
would be normal. They believed that, 
starting March 1, there would be a 
gradual recovery from the lull, and by 
June 1 the increase in business would 
be in full swing. 

In addition to the general confer- 
ences, district conferences were held by 
Sol Schiff, supervisor in Michigan and 
Ohio; Jack Schiff, supervisor in Penn- 
sylvania and New York; Morris Schiff, 
supervisor in Wisconsin and the North- 
west; Will Schiff, supervisor in the 
Buffalo district, and Harry Greenberg, 
supervisor in the Chicago district. 


E. K. Price to Manage 
Marott Basement 


INDIANAPOLIS, IND. (UTPS)—Sev- 
eral changes in the personnel of the 
Marott Shoe Shop have been announced 
by Arthur Brown, manager. E. K. 
Price, formerly assistant manager of 
the children’s department, has suc- 
ceeded Raymond E. Smith as manager 
of the basement. Smith, who has been 
associated with the Marott organization 
for more than five years, has accepted 
a position with Roberts, Johnson and 
Reid Shoe Company, under George To- 
vey, and will cover cities in eastern In- 
diana. 


Production Figures Show 
Increase in Haverhill 


HAVERHILL, Mass.—A more opti- 
mistic tone pervades the local industry 
as the month passes the half-way 
mark. Production figures have moved 
upward gradually for several weeks, 
but business has lacked the impetus 
desired. Indications now point to 
marked improvement in the immediate 
future. A few of the larger establish- 
ments have already gained momentum 
and the smaller producers see good 
volume in sight. Salesmen after a 
poor opening are beginning to collect 
usiness and predictions are that a 
good March, April and May are in 





prospect. 
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Forecasting Vogue of Green 











O’Connor & Goldberg stress an 

interesting style note for spring 

in this newspaper advertisement 
which appeared last week 





Ground Gripper Headquarters 
Moved 


New YorkK—The Ground Gripper 
headquarters have been moved from 
Boston to New York, with the com- 
bined offices of the company and its 
merged branches, now on the ninth 
floor of the Salmon Tower Building, 
11 West Forty-second Street. 

Business is reported as_ excellent, 
with the Ground Gripper, Cantilever, 
and Physical Culture chains showing 
good gains for December and January. 


John S. Meadows Dies 


AUBURN, N. Y.—John S. Meadows, 
president of Marshall, Meadows & 
Stewart, Inc., Auburn, N. Y., died sud- 
denly Feb. 10 in Florida, where he had 
gone for a month’s vacation. Mr. 
Meadows was long in the service of 
Dunn & McCarthy, shoe manufacturers 
of Auburn. Three years ago he or- 
ganized a company to manufacture wo- 
men’s shoes, including his patented 
Marshalaise shoe. He was well known 
throughout the industry. 


Wilbur Coon Congratulated 


RocHEsTEeR, N. Y.—Wilbur Coon, of 
the W. B. Coon Co., Inc., son of the 
founder of this business, with Mrs. 
Coon is* receiving congratulations on 
the birth, Feb. 10, of a daughter, 
Jacquelyn Worth Coon. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





GENUINE 
BLACK KID 
BOUDOIR 


Quilted Sock 
LEATHER 
HEEL 

Also Red and 
Blue Cab. 





. IN 
STOCK 


C and D widths 24% to 9 


ABBOTT SHOE COMPANY 
NO. READING, MASS. 














WHERE TO BUY 


Women’s Novelties 


ALL LEATHER IMPORTED OZECHO GANDALS 
72 PAIR TO A OASE 


Gemafo Cases f Bote. Gute wnt ean be shipped 
your inspection from New York. 


Irwin W. David, General Manager 
THE R. STERN CO., 308 Fourth Ave., New York 





BIARRITZ SANDALS 
(ORIGINAL) 
POR LARGE VOLUME 
BUYERS 
Write Direct 


BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORE 
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WHERE TO BUY 


Store Fixtures 


NEW GOODWIN CATALOG | 
re) ae) o LO) Sa SO). 4 Ome ot DS OL. a 
and STORE INSTALLATIONS 


( l GOODWIN &€ ¢ 
Worcester, M 
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WHERE TO BUY 
Ballet Slippers 


os 
























Soft Toe Ballet Slip- 
2 and all types of 

cing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





MR. A. F. WINSLOW 


5206 El Rie Avenue 
Eagle Rock, Los Angeles, 
Lhd Califernia 




















In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 














BALLET SLIprERs—iN STOCK 


f the unusual kind 
Bi02 Bik. Kid . y Turn 
Soft Toe 


Child’s 6 to 11—$1.35 
Misses 11% to2— 1.40 
Women’ — to8— 1.45 
Hard Toes 
SCHWARTZ & HERDER, Ene. 
Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 


Fi 


Rights and Lefts 
Two Grades 




















a1 30 Pr 1 1 Me 
1.35 1.30 1.25 
In Stock 


3825 West Monroe 


wm. 
SUMNER 
SMITH 
Chicago, Til. 
KK ENDALL bth * 
BALLET ae 
A sideline of 
BALLET 
SLIPPERS 


WILL PROVE 
A MONEY 
MAKER 





















STOCK 
Orders filled day recewed 
SEND FOR CIRCULAR DEPT. C. 


% KENDALL SHOE COMPANY > 
HAVERHILL, MASS. 

















Soft Toe 
Turn 
Ballets 
Black Kid 
Lefts and Rights Expertly Designed 
isses & 
Women’s Children’s 
A a eR 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Ch 








Making It Easy for Customers 


[CONTINUED FROM PAGE 77] 


Several methods are available to the 
shoe dealer to accommodate such cus- 
tomers. One of them is quite simple 
and consists merely of placing a rubber 
mat in the entranceway and extending 
it several inches onto the sidewalk. 
(Note the effect of the area within the 
dotted lines in Figure No. 1.) Better 
still and more permanent is the re- 
placing of a section of the sidewalk in 
front of the entrance with tile to cor- 
respond to the tile in the entrance. 
The difference in the color of the walk- 
ways at this point will appeal to the 
conscious as well as the subconscious 
minds. 

Figure No. 6 illustrates another way. 
This is merely starting the entrance at 
the extreme ends of the shop front, 
letting it slope gradually toward the 
center, then drop definitely through a 
funnel type passageway through the 
door and into the shop. The advantage 
of this lies in the fact that the pas- 
serby subconsciously follows the con- 
tour of the fronts of the buildings he 
passes, and, ere he realizes it, he is 
being pulled off the sidewalk and 
toward the center of the entrance. 

Also, illustrated in Figure No. 6, is 
a method of making the entrance come 
out and meet the passerby on the side- 
walk. This is accomplished by replac- 
ing a large section of the sidewalk in 
front of the store with tiling and 
letting the tiled area curve outward. 
Note the area within the curved dotted 
line in this sketch. 

The “baited” entrance is good, too. 
It is illustrated by the entrance to the 
Feltman-Curme Shoe Store, Denver. 
See Figure No. 7. The entrance is a 
square one, but unusually wide at the 
sidewalk line. The sides are perpen- 
dicular to the bottom, then it moves 
horizontally to the doorway. The 
“bait” consists of a set of scales placed 
in the middle of the entrance area. 
Seales, you know, are catnip to many 
people. An illuminated or an action 
display at the bottom of the entrance 
area are likewise excellent “bait.” 

The Fontius Shoe Company has a 
“trap” entrance. It is an exaggerated 
modification of the funnel-bucket ar- 
rangement. See Figure No. 8. The 
mouth of the entrance is wide—wide 
enough to accommodate an island dis- 
play case in it and flush with the side- 
walk. This serves to divide the open- 
ing into two “holes” through one of 
which the customer may drop into a 
widened out space, around which he 
may roll and roll and view the displays 
until he is drawn by the “bait,” situ- 
ated between the two doorways, and 
he rolls through and into the store. 

Epitomized below are some of the 
ways by which you may make it easy 
for customers to “roll” into your store: 

lst—Using a funnel type entrance- 
way, or modifications of it. 

2nd—Placing mirrors in positions 
that will give the impression of a 
wider opening. 

tod Plasag a mat in the entrance- 
way and extending it several inches 
onto the sidewalk; or replacing a por- 
tion of the sidewalk with tiling corre- 
sponding to the tiling in the entrance- 
way. 
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4th—Placing an island display case 
in the center of a wide-mouthed en- 
trance not only to attract attention but 
also to divide the opening into two 
“holes.” 

5th—Using an entrance that starts 
at the extreme ends of the building 
front. 

6th—Using the funnel-bucket type of 
entrance. 

7th—Using a “baited” entrance; or a 
“trap” entrance. 

8th—Permitting the entrance to 
come forth and meet the passerby on 
the sidewalk. 

9th—Painting the entrance a color in 
high contrast to the color of the build- 
ing front. 





Shoeworkers Join in 
Battle for a Tariff 


HAVERHILL, Mass.—The 10,000 shoe- 
workers making up the local shoe and 
allied industries this week voiced their 
protest against the action of the United 
States Senate in retaining shoes on the 
free list by addressing a giant petition 
to the members of both houses request- 
ing a tariff on shoes sufficient to pro- 
tect the women’s shoe industry from 
the great and rapidly increasing im- 
portation of foreign-made shoes. The 
livelihood of 10.000 shoeworkers and 
their families, and the welfare of 100.- 
000 people of this district are involved. 
The petition states that the industry 
“cannot compete with the low-price 
workers of Europe and must look to 
Congress for protection.” 

This protest from the rank and file 
of the local shoeworkers is in addition 
to the great protest sent up by the 
Haverhill Shoe Manufacturers Associa- 
tion and the Haverhill Chamber of 
Commerce. Representatives of these 
last named organizations are in Wash- 
ington waging a bitter fight for the re- 
quired protection. 





Heels “On the Air” 


Boston, Mass.—The National Heel 
Manufacturers Association has joined 
with the Eastern Leather Board Con- 
ference to broadcast the good points 
of “leather heels.” They have arranged 
the following broadcasts: 

WABC, New York—Wednesdays, 6.45 
to 7 p. m., beginning Feb. 19. Organ 
music—Ann Leaf. 

WMAQ, Chicago—Mondays, 5.45 to 
6 p. m., he <a Feb. 10. Organ mu- 
sic—C. B. Ball. 

Later they expect to broadcast also 
from a Boston station. 





Remodels Men’s Department 


BIRMINGHAM, ALA. (UTPS)—The 
Guarantee Shoe Company, one of the 
largest shoe stores in Birmingham, is 
remodeling the men’s department on the 
main floor. The walls will be redeco- 
rated and the floor tRanged around and 
covered. 
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ideas; ideas that were based on ig- 
norance and executed with illogical en- 
thusiasm. Billy was learning to be more 
cautious. 

However, even Billy began to enthuse 
after the Thursday’s advertisement, 
which ran as follows: 


CAN YOU FINISH A JINGLE? 


The man or woman who submits the 
best last line to the following limerick 
can select— 


The best pair of shoes in the store— 
absolutely free! 


All “last lines” must be submitted 
one week from today. 


There’s a Teddy bear, lively and gay, 
In Fretton he’s now come to stay. 
He’s so proud of his shoes, 
That when asked for the news, 


| 


The judges of the best “last line” 
are: His Honor, the Mayor; Mr. Luke 
Zinner, advertising manager of the 
Courier; “Jack,” the children’s man at 
Rogers’. 

William Rogers, 264 Mill Street. 


Line up for the Teddy bear parade, 
10 a.m. Saturday. And watch for the 
big news in this space tomorrow. 


Y the time this advertisement was 

out, the whole town was talking 
about it. Jethro Blunt, the president of 
the Fretton Bank, stopped Billy to ask, 
“What on earth are you pulling off on 
Saturday, Rogers? Mrs. Blunt is all 
agog to find out.” 

But Billy merely smiled and said, “I 
am sworn to secrecy, Mr. Blunt. But 
give the people at the bank ten minutes 
off on Saturday morning to see what 
it’s all about.” 

Parker met Billy at Felkington’s and 
asked, laughing, “What on earth are 
you and Jack Brinstead cooking up? 
About half my customers are asking us 
what you are planning. And that’s a 
nice thing for a competitor to face. I 
would like to know what Morland 
thinks of it all!” 

Morland evidently had recognized the 
matter as one to combat, for on the 
Friday he had another of his big circu- 
lars distributed throughout the town. 
He offered bigger bargains than ever. 
Billy and June checked the advertised 
numbers with similar ones in his stock 
and so far as Billy could see, Morland 
was selling most of the advertised items 
at actual cost. 

“TI can’t think what he’s up to,” Billy 
said with a frown. “He must lose 
money all the time, the way he’s going 
on lately.” 

“We should roll over and butter our- 
selves because of his troubles,” Jack in- 
terposed with a grin. 

“Well, there’s one thing we ought to 
learn on Saturday,” June jiggled her 
pencil between her teeth as she spoke. 
“That is, whether price or value plus 
individuality gets the most business.” 

The Friday’s advertisement took up 
more space, and read as follows: 
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Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 67] 


A CONTEST 


Open to every Fretton boy and girl 
under fourteen. 


We want to christén the Teddy bears 
which have come to live at 
William Rogers’ Shoe Store 
264 Mill Street 


There’s the big black fellow—he’s the 
daddy of ’em all. 

Then there’s the big brown bear—she’s 
pretty nearly as large as the black 
fellow. 

And there’s the twins—they look alike 
—but one’s a boy and ’tother’s a girl. 


But we can’t christen them without 
names! So we invite every Fretton boy 
and girl under fourteen to send in 
names for them. The names need have 
nothing to do with Roger’s shoes for 
children—but if they do—so much the 
better. 

The four boys or girls whose names 
are selected can come and choose any 
pair of shoes in the store for them- 
selves—A bsolutely Free. 

Whenever you want children’s shoes 
—just ask for “Jack.” 

Come to 264 Mill Street and look at 
the bears. It should help you to think 
up a good name. 

And be on hand to see the big Teddy 
bear Parade; Tomorrow, Saturday 
morning, at Ten o’clock! 


In addition to what is quoted, the list 
of judges was given, the same as the 
one to pass on the “last lines.” On the 
Friday evening, Acks trimmed the win- 
dow with the little Teddy bears. He 
made a most attractive display. On 
each pair of children’s shoes sat a tiny 
Teddy bear holding the price ticket. 
That was his idea for tieing the stunt 
definitely to shoes, for Billy kept harp- 
ing, and wisely, on the importance of 
seeing that the stunt did not cause the 
purpose of it to be overlooked. 

A big bundle of circulars which Billy 
had had printed in Boston arrived that 
day. He had used Boston for this oc- 
casion, as he determined to do nothing 
that could give away the ideas ahead 
of the program. These circulars were 
well prepared and gave a list of his 
principal numbers of children’s shoes, 
and a few of the popular numbers in 
men’s and women’s shoes. There had 
been a hot debate between him and 
Jack on this point, but Billy had his 
way. He felt afraid that if they ig- 
nored adult’s shoes, they might suffer 
loss of sales there. June agreed with 
Billy but said nothing, as she deter- 
mined not to interfere between the two 
young men. 


Shy evening eight young college 
men from Boston landed in Fretton. 
They all stayed at Billy’s house, sleep- 
ing on sofas and even on the floor. 
They were in for a good time, evidently, 
and out to help Billy with his idea. 
They had driven down in a queer 
looking affair that was covered up with 
cloths. They also had a number of 
large signs tied on the side of the car. 
On Saturday morning Billy had his 
final advertisement in the Courier. 
This one was entirely different from the 
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WHERE TO BUY 
Spats 


i i i i eal 








To insure imme- 
diate delivery—we 
maintain a com- 
plete stock of fine 
spats to retail from 
$1.50 to $5.00. 


Send for price 
list. 
S. Rauh & Co. 


650 Sixth Ave. 
New York City 








SPARTON 


SPOTPRUF SPATS! 







This new 
idea in spats 
this fall will 
make you 

profits. BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 








Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
123 Duane Street New York. N. Y¥. 











DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 
$10.50 to $36.00 per dozen 
Samples on Request 
STAR ot Saad MFG. 


Howard and ‘Norris Sts. 
Phitedelphis 
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WHERE TO BUY 
eemnttitl Taps 
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CLOG DANCING TAPS 


aluminum metal so as to give 
the desired ring. Easily 
attached 
No less than 6 pair 
lots. Price 20c. Per Pair. 
Brooks Shoe Mfg. Co., 
Swanson and Ritner Sts., 
Philadelphia 
1162 So. Hill St. 
Los Angeles 





Made of special 


























WHERE TO BUY 


W omen’s Shoes 











CUSHION SHOES 





THE JOHN ESBESTS SHOE CO., ING 
IN Buffale, N. Y. STOCK 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
. MEN’S and BOYS’ & 


Goodwill Shoes 


“For Hard Service and LongWear' 


ston, Mass 












g Work and Service Shoes In Stock & 
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WHERE TO BUY 
Children’s Slippers 


oS ee Oe 





No. C7306—Allsizes in stock 


mA. for immediate delivery. 
. @ Write for descriptive cir- 

, cular of complete line of 
Rest-Rite Slippers. 
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WHERE TO BUY 
Children’s Shoes ' 
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IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 


823 W. Jackson Blvd. 
Chicago 

1807 Wash on Ave. 
St. Louis 


49 Fourth 8t. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











Approved by Medical Men 


Burkley Shoe Co. 
11566 No. Main St. 
Broekton, Mass. 

















others. While it talked of the parade 
and childrens shoes, it stressed the 
quality of the shoes carried and of the 
importance of careful fitting. Nowhere 
in the copy was price emphasized, al- 
though prices were given. Quality and 
painstaking care in fitting were the 
main talking features of the copy. Billy 
received special praise from Parker on 
the tone of the advertisement. He felt 
pleased to think that his old boss ap- 
proved of his plan. 


A! ten o’clock exactly three vehicles 
drove to the store. The first was the 
mysterious thing which the college boys 
brought down. The wraps were taken 
off and it proved to be a steam calliope. 
Its sides were covered with signs a 
the Teddy bear parade and the value 
of shoes bought at Rogers’. 

The other two automobiles were ap- 
parently empty trucks. But when the 
calliope started its wild but attraction- 
arousing din, up jumped four man-size 
Teddy bears from each car. Behold! 
here were eight lively Teddy bears, four 
in each car. Off started the parade, 
the calliope shrieking “The Parade of 
the Wooden Soldiers,” the most suitable 
tune that Billy could secure. 

The college boys, dressed up as bears, 
had laid themselves out to outdo any 
bears that had ever lived. They danced, 
bowed to the much amused crowd, 
climbed on one another and generally 
indulged in every antic they could think 
of. Round and round the streets went 
the little parade of three cars. The 
“bears” passed out circulars all the 
time, in between their antics and their 
ideas of a bear’s growl. 

A small crowd of children began to 
trail along beside the three cars. One 
of the college boys then conceived the 
idea of adding to the procession, for he 
called to the straggling youngsters: 
“Come along, you Teddy bear kids, fall 
in line here, get behind the last car and 
form in twos.” 

The other college boys took up the 
strain, and before long there was a long 
line of youngsters trailing in pairs be- 
hind the cars, singing and yelling in 
great glee. The children began to at- 
tract as much amused attention as the 
“bears” and the procession left laugh- 
ing men and women behind. What was 
more important was that the circulars 
were thrust into pockets instead of be- 
ing thrown away, as is the common fate 
of such things. 


A’ two o’clock the parade was over. 
The boys were paid off and they 
left town in the calliope, which de- 
parted still playing “The Parade of the 
Wooden Soldiers.” 

All day long the store was besieged 
with boys and girls anxious to see the 
Teddy bears which were sitting in state 
at the end of the store, where Jack 
acted as master of ceremonies. He 
made a hit with the children and there 
was no doubt that he understood and 
es them as much as they liked 

im. 

What pleased Billy most was the rush 
of business. Trade that day was splen- 
did. It was as good a Saturday as the 
store had ever known. “If this will 
only keep up,” Billy remarked to June, 
who was helping, “we will soon offset 
the slump of the past few weeks.” Acks 
reported after lunch that Morland’s 
seemed very quiet, but, strange to say, 
the Warranty Shoe Store, next door, 
was as busy as ever. 
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When the store finally closed, the 
whole force was tired out, but they 
could not leave without talking over the 
events of that most exciting day. Even 
Acks displayed enthusiasm and sug- 
gested that they have a boy dressed as a 
Teddy bear, to distribute handbills 
every Saturday. Billy said little, for he 
did not wish to dampen any of Acks’ 
enthusiasm, but he resolved that while 
an occasional stunt might be good, too 
much of it would be bad for the pres- 
tige of the business. 

“You have shown one thing, big boy, 
and that is you can sell shoes on quality 
if you go about it right. Morland has 
offered the biggest bargains in town, 
yet because he talked price and nothing 
else he got left flat, while we told ’em 
of the value of good shoes, and, behold, 
we got the job.” 

Billy looked carefully around and, 
seeing that the others were talking, he 
whispered to June: “Listen, gorgeous, 
let’s you and me slip out. Jack has a 
key and can lock up. We'll go off by 
ourselves and visit Felkington’s. Slip 
your hat on and let’s sneak out.” 


Ors their ice cream they talked 
about Jack, and decided that he was 
all right. Then Billy talked about Acks. 
“D’you know, magnificent, Acks is a 
damn good fellow? I want to give him 
some sort of a bonus. I'll ask Jack to 
work out something; he should be good 
at that. And if business will only kee «4 
up, I shall be able to put Hupp on fu 
time as soon as he graduates from high 
school. And, wonderful—?” 

“What is it, honey?” 

“When that happens, don’t you think 
it’ll be about time for us to begin look- 
ing for a home?” 

June said nothing, but looked 
thoughtfully at Billy. Then she gave 
the tiniest of sighs and whispered: 
“Honey, I’m thinking of your mother, 
she’s all alone now. oh, 
dear, you’ll think I’m a pig, but I 
couldn’t share my home with any other 
woman—not even your mother. And, 
Billy dear, I like your mother 
ever so much and I won’t take you from 
her. ... Oh, my dear, what can I do?” 
She gave a little laugh and then sud- 
denly began to cry. She stood up, dab- 
bing her eyes. Then she said, “Don’t 
mind me tonight, Billy boy, I’m going 
home now.” Without another word she 
patted Billy on the arm and walked 
out, leaving him standing in perplexity. 
He paid the check and as he left the 
restaurant he muttered, “Women sure 
get me going.” 

He was unusually quiet that night 
when he got home. His mother heard 
all the news of the day with interest, 
but she saw that her son had something 
on his mind and, as business was good, 
it could not be that. But being a wo- 
man, she said nothing. 

The week that a the Teddy 
bear parade was hectic. All day long 
children kept dropping into the store 
to look at the huge bears and to leave 
their suggestions for names for the 
four big bears. As fast as the names 
were turned in they were sent to Zin- 
ner at the Courier office. 

Every mail also brought “last lines” 
for the limerick. It seemed to Billy as 
though everybody in town must have 
written in before the closing date. 

The following Saturday the winner 
of the “last line” was announced. It 
was a Mrs. Moriarty, a garrulous 

[CONTINUED ON PAGE 113] 
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Hollywood Approves Per- 
fumed Shoe Idea 


PORTSMOUTH, OHI0O— When the Shelby 
Shoe Co. announced scented shoes for 
women a few weeks ago, many were 
skeptical as to the practicability of the 
venture. 

Now comes word from Hollywood, 
where the perfumed shoe was given its 
premiere, that screenland stars were 
captivated. So far lavender is the only 
perfume used in the new shoe, but soon 
it will be possible to supply other odors 
also. The perfume process is put into 
the leather at the factory and the odor 
is retained exceptionally well. 

“The smartest of women are con- 
stantly on the alert for something new 
in wearing apparel, and it is not sur- 

rising that they are pleased with the 
atest in shoes,” Roger A. Selby, presi- 
dent of the Selby Shoe Cuneaay said. 
“Styles are changing so rapidly that 
it keeps shoe manufacturers as well as 
members of other wearables for women 
on their toes to stay abreast of fash- 
ion. 


Florsheim to Inaugurate 
National Broadcast 


Cuicaco—On Tuesday, Feb. 18, the 
Florsheim Shoe Company, Chicago, will 
inaugurate a new national broadcast- 
ing feature, to be known as the “Flor- 
sheim Frolic,” featuring for the first 
time on a chain hook-up the famous 
Coon-Sanders Dance Orchestra. 

This program will be heard every 
Tuesday night from the Chicago studios 
of the National Broadcasting Company 
at 8.30 Eastern Standard Time and 
7.30 Central Standard Time. “Sen” 
Kaney, well-known radio personality, 
will announce. 

A separate broadcast of the “Flor- 
sheim Frolic” will be made from San 
Francisco for the Western States, fea- 
turing Anson Weeks’ Dance Orchestra 
at 9.30 p. m. Pacific Time, 10.30 Moun- 
tain Time. 


Sees Retail Trade 
Improving 


MILWAUKEE, WIis.—Retail business 
conditions in Milwaukee are good; they 
are gradually improving, and in a 
short time, in the opinion of many 
merchants, will be the best the city has 
seen in several years. 

These statements were expressed 
Feb. 11 in the Hotel Schroeder by 
Robert Wittig, addressing the monthly 
meeting of the Milwaukee Shoe Credit 
men. Mr. Wittig is manager of the 
Milwaukee district for the R. G. Dun 
Company. 

_Optimism is general throughout the 
city and people are paying their bills 
at a steady rate, it was stated. 


Meyer Weiss Leases Store 


MILWAUKEE, Wis.—A lease involving 
$125,000 has been taken on the prem- 
ises at 427 Wisconsin Avenue by Meyer 
M. Weiss, for the last 10 years con- 
nected with large chain store groups in 
Milwaukee and other cities. Mr. Weiss 
will operate a store under the name of 
Weiss Shoes. The building is being 





remodeled in modernistic style. 
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Colorful Shoes of 1860 
Shown in Window 


Ann Arbor, Mich—The mode 
of colorful high boots in bright 
pastel shades worn by the belle 
of 1860 was given prominence in 
the window display of Ziefle & 
Nissele, of Ann Arbor, Mich., and 
gained unusual attention and fa- 
vorable results for the firm. 

A pair of pale blue sixteen 
button shoes, made of kid as soft 
as a glove, was the center of at- 
traction. A child’s pair of brown 
kid shoes, worn in 1840, and 
shoes in various sizes and colors, 
worn by gentlemen in 1878, gave 
the interested observers a humor- 
ous touch. 

The nineteenth century display 
attracted much attention and 
aroused much favorable comment. 
Many of the passers-by were in- 
terested enough in the display to 
go into the store and ask ques- 
tions, and when their questions 
had been answered they found an 
attractive display of new things 

“on the inside of the store and 
many sales were made accord- 
ingly. 











Add Men’s Service Shoe 
and Athletic Lines 


MILWAUKEE, Wis.—The Kozy Kom- 
fort Shoe Mfg. Co., Milwaukee, manu- 
facturers of slippers in leather, satins, 
woolskins, and suédes, has added a line 
of men’s service shoes with slipper com- 
forts, introduced under the name of 
“Kozy Mocs,” and another addition of 
men’s athletic, bowling, gymnasium, 
and boxing footwear. 

Sales Manager Gilbert Mueller re- 
turned last week to Milwaukee head- 
quarters following his customary first- 
of-the-year swing ’round the principal 
cities of the country from New York 
to Denver where “Kozy Komfort” 
maintains distributing depots. Dis- 
cussing conditions observed on his trip, 
Mr. Mueller said: 

“With but one exception, our repre- 
sentatives report business as good and 
the outlook as satisfactory. The recent 
additions to our lines have been re- 
ceived with decided favor, not only 
from the standpoint of materials and 
workmanship, but from the price angle 
as well, and it looks as though the 
year-around activity problem has been 
eliminated for ourselves and our sell- 
ers. 


Milwaukee Tanner Dies 


MILWAUKEE, Wis. (UTPS)—One of 
the West’s most prominent tanners, 
William Conrad, of Milwaukee, died 
Tuesday at his home, 461 Newberry 
Boulevard, after a short illness. Mr. 
Conrad would have observed his eighty- 
sixth anniversary on Feb. 16. 

As long ago as 1860 he engaged in 
tanning, and in 1870 became one of the 
organizers of the Conrad, Pfeiffer Com- 
pany, tanners. In 1917 Mr. Conrad as- 
sumed complete control of the Conrad 
Bros. Company, which later was taken 
over by the Phoenix Leather Company. 
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WHERE TO BUY 


Puttees 





RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 


Williams 
Nationally Advertised 
Leather Puttees 
Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 


Williams 

Ca 

Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 

















Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 112] 


widow in poor circumstances. The win- 
ning line was given in an advertise- 
ment, but the paper also told the story 
of the hundreds of letters sent in and 
the big job the committee had to decide 
out of so many fine lines. A list of the 
better ones were quoted. The winning 
line made the limerick run as follows: 


There’s a Teddy bear, lively and gay, 
In Fretton he’s now come to stay. 
He’s so proud of his shoes, 
That when asked for the news, 
“T bought ’em at Rogers’,” he’d say. 


The committee had a job to name the 
winners for the best names for the four 
big bears. After careful consideration 
the following names were awarded the 
prizes: For the big black bear, Shoe- 
black; for the big brown bear, Mrs. 
Matilda. The twins were named Jack 
and Jill. The committee had hoped for 
names that could be tied up with shoes, 
but those suggested were too far 
fetched to be considered. 

The four children and the widow were 
all invited to the store the same day 
and photographs were taken. One little 
girl couldn’t come, but arrangements 
were made to take her photograph 
later. 

A crowd of children trailed to the 
store, of course, and Jack invited them 
in to see the bears and also the collec- 
tion of small ones. At Billy’s sugges- 
tion, the committee awarded a number 
of consolation prizes and the children 
so named were given tiny Teddy bears, 
each one of which had a card tied 
around its neck announcing that it 
wanted its new master or mistress to 
buy shoes from Rogers. The idea was 
Jack’s and it certainly proved popular. 

Business was good the week follow- 
ing the parade, but not up to the trade 
before Morland started his vicious 
price cutting and the Warranty people 
opened next door. 

Billy and Jack talked the situation 
over and agreed that unless the pres- 
sure was kept up, sales might easily 
slump again. The two young men be- 
gan to have respect for each other’s 
ability and found that each seemed to 
supply wnat the other lacked. 
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pant he shoe 


the Comer Pe 25,000 men 
have permanently adopted 













The Torson Arch Shoe is the shoe 25,000 men have 
adopted for permanent foot comfort. The superior- 
ity of the Torson shoe lies in a scientifically designed 
last which insures proper support at every point 
of contact—like your footprint in the sand. Try a 
pair your own size. Your feet will tell you. 


Style No. 900—Brown Kid Oxford................. $4.40 
Style No. 901—Black Kid Oxford.................. $4.25 
Style No. 902—Black Kid Blucher Shoe............ $4.25 
Style No. 903—Brown Kid Blucher Shoe............ $4.50 


These four styles carried in stock. 


Heel Ball Size 
AAA A 7 to 12 
A Cc 6 to 12 
h 8B D 6 to 12 
/ i E 6 to 13 
EEE 6 to 12 


HEROLD-BERTSCH SHOE CO. 


SHOE MANUFACTURERS SINCE 1892 
GRAND RAPIDS, MICHIGAN 

















MARBRIDGE 
BUILDING 











The 
Shoe 
* 
Buying 
Centre 
In 
New 
York 
AUMPTY-DUMPTY 
s good in your store window as in the sample 
poe tee Be Eivie—geod workmanship and. mate- The lines permanently displayed at the Marbridge 
rials—favorable price. Building always merit your attention. The show- 
ot.8 tl children rooms of the national leaders in the shoe and leather 
And the striking sales helps appeal to oat . industries are maintained here all year round. 


This has been proved. Samples, prices and the story 
at your request. 


WILLITS SHOE Co. MARBRIDGE BLDG. CO., INC. 
HA L {F AX Py P A. 1328 Broadway “@ New York 


Desirable office space for approved tenants. 


IN\Y 
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“Let me recommend 
lacing hooks. Then 
he will be able to 
lace his own shoes.” 
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Where Convenience Counts 












Parents will readily appreciate 
the benefits of boys’ shoes equipped 
with lacing hooks. ..They relieve 
the mother particularly, and tend 
to build self-reliance in the child. 


When you order, specify visi- 
ble eyelets and lacing hooks 


| TUBULAR RIVET & STUD CO. 


United Shoe Machinery Corporation, Selling Agents 





140 FEDERAL STREET -:- BOSTON, MASS. 


ACING HOOKS 
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YOUR OPPORTUNITY 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











WANTED SALESMEN: ae 


H : ° : hort line of popular priced children’s 
Salesman in South—Middle Calling on retail shoe stores, and. misses’ welts as a side-line propo- 


. ition. 
sual line of . . : N land, New 
West and West Coast to sell ee ee york Slate, Grenier New Xork, Penney 
vania, Central Atlantic States, a 
lar shoe accessories for well a antic Sta South 
: : ° tates, es, A 
wholesale trade. Excellent known organization. Liberal Rg XE 


Kentucky, Eastern Canada, Western 
da 


commission basis. All terri- } ne oy 
If you are working any of these states 


line women’s novelty shoes 























j tories open. Unusual possi- d can produce business this is your 

that retail at $3.00 to $4.00. a . an pr aes o > ae 

$ +4 bilities. Write fully. at seven per cent on net abipmente, us 

- manufactu in e West. ress 

ane Seem eae Det eee Address B-657, care Boot and B-651, care Boot and Shoe Re- 

Shoe Recorder, 239 W. 39th St., Shoe Recorder, 239 W. 39th St., eonees, 189 W. Madison St., Chi- 

New York, N. Y. New York, N. Y. cago, Ill. 
SALESMAN WANTED—A side line proposi- S HOE salesmen wanted to cerry a line of ANTED—SALESMEN or SALESLADIES 
tion of real merit for shoe salesman, pays spats and shoe ornaments as a sideline, —In all sections now selling Infants 
25% commission. Hammock Arch Support is those who have time to allow them to ~s + Wear_or Shoes in Infants’ Wear Departments 
different from all others. Write for particulars. side line, answer only with references. . and Stores, to carry as side line on high rate 
Hammock Arch Support Co., Inc., Kasota Bldg., olis Manufacturing Company, 4248 No. Craw- commission basis, our well known, short, popu- 
Minneapolis, Minn. ford Ave., Chicago, Illinois. lar priced line of HAPYTOZ Juvenile Shoes, 
sizes 1 to 8. All numbers stocked 


The greatest shoe ever built for small chil- 
IDE, LINE Che's hgh rade ot ees, WOOD, Beak Sandan, ban, decorated al) Gh; Hin Sera eae “ool 
6, 4 * e ” 

rst walking shoes, and complete line o colors, all sizes. food se! — restricted Rexibilite and smooth {msoles. 





quality padded sole slippers for men, women and territor open. ENCE ANUFAC. 4 a a : 
children. Southern territory and states west TURING CO., Savannah, Ga. Desire connection with oy Represrk 
of the Mississippi. Furnish reference and full oul: Fare ooporsay: - ’ 








information with pas. Swan Shoe Com- 
pany, Baltimore, lo s SALESMEN — Wanted to sell our line in 


Indiana, I d Nebraska. t- ‘ 
“eg Fy . posppy De ESIDENT salesman wanted in every large 





terns, popular prices, all carried in stock. 





ALABAMA, Mississippi, Louisiana. Our ac- Commission basis, no objection to side line. city to sell men’s and boys’ work shoes, 
* counts established. Want salesman to carry HERBST SHOE MFG. Co. Milwaukee, Wis. also medium grade dress welts and sports, re- 
side line of Children’s Turns, Stitchdowns and tailing from $3 to $4. Large stock maintained. 
Puritan Welts one from Infants’ to Grow- Shipments made day order is received. ° 
ing Girls. J. S. Zulick & Company, Orwigs- S ALESMEN—Territory open in Middle West, dress B-652, care Boot and Shoe Recorder, 
burg, Penna. Southern and Mountain States. Short fac- 80 Federal Street, Boston, Mass. 


tory line of popular priced children’s shoes. 
Desire men covering territory close and well 






































ALESMAN WANTED —All territories to acquainted with trade. Straight commission 
S carry side line of ladies’ and men’s in stock basis. Give full particulars and reference in POSITION WANTED 
turn and soft sole leather and fabric slippers; first letter. H. F. MALOTT SHOE CO., 
7% commission; full particulars in first letter. 1915 No. Girard Street, Chicago, IIl. . 
Address B-661, care Boot and Shoe Recorder, YOUNG man, now managing successful shoe 
239 West 39th Street, New York, N. Y. store, desires to change and make connection 
SNAPPY side line. Well known line, Stitch- with reliable concern in Cleveland. Excellent 
‘ downs, Infants’ First Steps and Soft Soles, references. Address B-623, care Boot and Shoe 
W ANTED—In all sections, Shoe Salesm Moccasins, Gift Sets. Best sellers in stock. Recorder, 239 West 39th Street, New York, 
"’ with established territory to carry as side Liberal commission. Monthly settlement. Profit- a we 
line on commission basis short, snappy line of able territory available including Middle West. 
popular-priced Juvenile Shoes, sizes 1 to 5 Give references, territory desired and_ lines : 
and 5% to 8 (approximately fifty samples). now selling in first letter. G. W. CHES- T HOROUGHLY experienced shoe and cloth- 
All numbers stocked. WILMAR SHOE he BROUGH, Manufacturer, 797 Smith St., ing man, 42 years of age, would prefer 
Rochester, N. Y. Rochester, N. Y. managership of store or responsible position 
in sales. Good references. Address B-658, care 
Hoot -- oy » nen 239 West 39th Street, 
NeW ork, ° . 
ere ee ‘ 
Classified and Opportunities Department 
a, buyer and window Sgr mn live 
wire! esires connection with shoe con- 
RATES AND OTHER INFORMATION cern.” Knows game from all angles. Wants to 
Copy received Boo Shoe Recorder, 239 39th connect with shoe or department store in New 
Snr blog Vek, 1 Ve co Miemiey of tas wack of cobitemen te cater Terk er vitality. Beteved ot pecsest. Ty. 
that ertisemen blished same week Seher vies cellent references. ress B-653, care Boo 
will Re over oy 2 p< won week’s issue. insertion ent Shes _. 239 West 39th Street, New 
ork, A 
POSITIONS WANTED When advertisers desire answers to 
per word. Minimum Charge 75c. come in our care twelve words must 
LINES W. be allowed for address. When adver- FOR LEASE 
4c per word. Minimum Charge 75¢. tisers desire replies forwarded direct 
to their address each word of their 
ALL OTHERS address must be counted in the adver- 
7e per word. Minimum Charge $1.28 tisement aad paid for acc ’ FOR LEASE—Shoe Department on Main 
ALL DISPLAY SPACE Payment in advance is a Floor. One of the best Ready-to-Wea: 
stores in fasteste growing town in issouri 
Five dollars per inch. Allow 45 cept when regular advertisers, as f M 
rade territory over one-fourth million. For 
words to an inch amounts are toc small to open accounts. Trad : fourth , milli 2 
rticulars write “THE STYLE,” Springfield 
0. 
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FOR RENT 


WANTED TO PURCHASE 








MERCHANTS’ NEEDS 














STORE FOR RENT 


Cincinnati, O. Race Street near 4th. 
100% retail location. Opposite best dept. 
store, almost opposite 30 million dollar 
Starrett project. Fine spot for high 
grade shoes. Size 19x60 or will divide. 
Available in 10 days. J. S. RICH- 
ARDS, 409 Race St. 











If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 





verging for Your Windows 

uturistic Displays and 
ackgrounds 

Artificial Flowers, Vases, Window Fixtures, 

Paintings, Settings, Seenes, Velour Pa sper 

Borders, Decorative 

Puffing, Folls, Filtters, Valences, Draping Ma- 

terial, Grass Mats. Send for Fancy Paper Beek- 

let. Price eo Tickets. 

DAVE’S DISPLAY DECORATIONS 

118 West Broadway, New York 
















FOR RENT—New Storeroom with modern 
display windows, best location between new 
theatre and department store, in busy town of 
10,000. Chain shoe store preferred. Location 
available April ist. Address B-655, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





LINE WANTED 


SALESMAN with good Stpvicg, New_York, 
Westchester wy Hudson River Valley, 
desires line slippers. Address B-664, 
care Boot and Shoe a 239 West 39th 
Street, New York, N. 

















TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(itetab- 40 years.) Cash transactions. 

Export Surplus Purchase Co., Ine. 
596 Broadway, New York, N. Y. 
Telephones Uanal 6874 and Canal 6655 








Warts to get in touch with manufacturers 
of shoes and accessories who wish to be 
represented in Kansas City territory. Perma- 
nent sample room kept open daily. No com- 
geting lines represented. Address B-663, care 

and 4 eee 239 West 39th Street, 
New York, 





A YOUNG man, well acquainted with the 
retail trade in Chicago, desires to represent 
some reputable line in Chicago and surrounding 
territory. Address B-662, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 


Cuich Cash Buyers 
Retail Shoe Stores—Stocks or Odds and 
Eads. U J ee over. 
POSTER @ DEUTSCH 
436 Grand St. New Yerk Oity 

Dry Deek 0353 














W OMEN’s or Children’s Welts and Turns 

for New York City and vicinity by you ung 
man. Territory closely covered by car. 
dress B-660, care Boot and Shoe > Anam 
239 West 39th Street, New York, 





ESZABtISEED selling organization with a 
New York showroom, is open to take on 
lines of adults’ and children’s staple, sport and 
outi shoes. Only direct factory propositions 
considered. Address B-659, care Boot and Shoe 
a. ae 39 West 39th Street, New York, 





EXPERIENCED salesman wants line of 
misses’, children’s and growi girls’ me- 
dium price shoes selling to wholesale trade and 
chain stores. Good Record. Satisfactory refer- 
ences. Address B-656, care Boot and Shoe 
Recorder, 80 Federal Street, Boston, Mass. 





FOR SALE 





FOR. SALE—Shoe Manufacturing business. 
Will sell part or all of stock. Party desires 
to retire from active business. _———_ 

pent, Present daily output four hundred 

ild’s, Misses’ and Growing Girls Goo 

welts; also some Puritan welts. Equip 
make six to eight hundred pairs. ow ~ Rad 
DB ae trade. Plenty of experienced help 
cheap labor. Plan located within five 
hundred feet of railroad station; eight miles 
rom nearest city; forty miles from Philadel- 
hia; eighty miles from New York. Address 
care Boot and Shoe Recorder, 239 West 

39th Street, New York, N. Y. 


FOR SALE—Growing girls’ lasts. We have 
discontinued making growing girls’ shoes. 
35c. per pair. HELMHOLZ SHOE MFG. 
CO., Milwaukee, Wis. 





MERCHANTS’ NEEDS 



















BEADED BUCKLES 





No. 1581—75c Per Pair 
5 le Assortment for Your Appreval 





Cheerfally Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation fer 
the Retail Store 


17 WEST 17th ST., NEW YORK 
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Milbradt 
Rolling Step Ladders 


Mnable you to reach 
highest shelves convenient- 

















a They last a lifetime 
and 


———«| Are made in any style, 
, or sise to fit any 
of shelving. 

Write r~ general catalog 

and let the best 

ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1898 


2416 No. 10th Street 


|| 


\\ 





\ | 












Wilt dispose of good family shoe business 

with men’s wear; best small town near 
Pittsburgh. Well located in business section; 
liquidation desired account of outside interests 
only. 1929 gross $24, 000. Stock $10,000. Priced 
at inventory. TEPHENS - RUGAN, 256 
Frick Annex Blas. Pittsburgh, Pa. 


Do You Know? 


That you can buy or sell it through 
the Classified Dept. columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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ST. LOUIS, MO. 














MY ERS“ ian 
TORELADDERS 


MODERNIZE STORE METHOC 
To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for Cum and 
stock men to handle wi 





















“WIN DOW 
DISPLAY F F ee 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS | 
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ty 
§PuUMPS-WATER SYSTEMS-HAY TOOLS - DOOR NANGERSE 


absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 

Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FE MYERS & BRO.ca, 
HLAND, OHIO. 
























































SEGALLE °SONS| 











CSTABLISHIO 


LABE Ls 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 














263-271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MICS 
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poures? AND ORNAMENTS FOR 
FT SOLE SLIPPERS 
The ae merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














PATENTS 


MERCHANTS’ NEEDS 





(PATENTS 


applying for patents. 


“How to obtain a Patent’ and 
“Record of Invention’’ form. No charge for 
information on how to proceed. Communications 
strictly confidential. Prompt, careful, efficient 
service. Clarence A. O'Brien, Registered Patent 
Attorney, 453-A, Security Savings and Comm’! 
Bank Ballding (directly a street from U. 8. 
Patent Office), Washington, D. C. 











Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Beteblished 1908 New York 























R. ly a, 7, 





and theatres. 


$95 te $150 per month . 








d and the Outstanding Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 
Large single rooms 11.6x20 with bath.$4.00 per day 
For two.85.00...twin beds.$6.00 
Large double room, twin beds, bath. .$6.00 per day 
Special weekly rates 
Within cenvenient walking distance te important business centers 
Ideal transit facilities. 450 rooms, 450 baths 
- Every reom an ecutside room—with twe large windews 
- Furnished or unfurnished suites with serving pantries. 
. «+ Mederately priced restaurant 
featuring « peerless cuisine. 
IMustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 














239 West 39th Street 





No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lezi- 
con is exhausted. No more copies of this shoe 


and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 


New York, N. Y. 





Style Trends in Birmingham 


BIRMINGHAM, ALA. (UTPS)—Rep- 
tiles and lizard skins are being bought 
heavily by local and State shoe buyers 
for spring and summer wear in Ala- 
bama this year. The odds are greatly 
in favor of the skins as every store 
interviewed revealed them in first place 
for spring. 

Perhaps the most outstanding stock 
of snake and lizard skins was found 
at the Vanity Boot Shop, operated by 
Joe Toronto. He had seventeen dif- 
ferent styles in the stock room. 

“The combination snakeskin and 
black, brown and blonde kid will prob- 
ably be the best seller with us,” he 
predicted. “One piece vamps, settled 
type oxfords, will also be in demand.” 

Prices for the skins are very mod- 
erate this year. I. Miller are display- 
ing them for twelve and a half. Imita- 
tions are, of course, a great deal 
cheaper. 

However, it was the general opinion 
of shoe men that skins would not be 
the only big sellers this year. Blacks, 
— and blondes will be in demand, 
also. 

Combinations of all sorts will be called 
for, in fact, they are already being sold 
in large numbers for spring. 

“S. B. Levey, buyer of the Guarantee 
Shoe Company looks for a big year in 
combinations and especially in whites. 

“The trend, too, seems to be toward 
higher priced shoes. Because of this 
we are putting in a higher priced shoe, 
selling for fifteen dollars.” 

The Guarantee formerly sold shoes 
up to thirteen dollars only. 

In the popular price shoes snakeskins 
will probably lead in sales but bright 
colors will be running a close second. 
Practically all of the popular price 
stores are crowding their windows with 
bright colors. 





Greens, shown mostly in pale colors, 
purple, lavender, blues in kid skins are 
to be found in all popular price stores. 

“TI look for a big season in pumps, in 
black and blonde kids,” said 
Avara, manager of the Cinderella, a 
store selling the higher priced shoes. 
“T have also bought up a large number 
of reptiles.” 





Awarded Scholarship 


SCHENECTADY, N. Y.—Announcement 
has been received by Patton & Hall, 
shoe merchants at 245 State Street, this 
city, that Remie J. Roberts of the 
firm’s sales staff has been awarded a 
scholarship at the Orthopedic Training 
School, in New York City, an honor 
much sought by members of the shoe 
trade. 

Mr. Roberts has been connected with 
the Patton & Hall shoe firm here for 
twenty years and is well known to the 
patrons and the public in general. 

At the school he will take up an in- 
itensified course in shoe fitting and sell- 
ing, specializing in a thorough training 
in the better fitting of shoes, foot 
anatomy, and foot comfort aids. This 
is an advanced orthopedic course, Mr. 
Roberts having previously devoted con- 
siderable study to similar subjects. 


Sterling Leases Buffalo Store 


BuFrFraLo, N. Y. (UTPS)—The Ster- 
ling Shoe Corporation of Buffalo, 
which operates a chain of retail foot- 
wear shops with executive offices in the 
Genesee Building, has negotiated a fif- 
teen-year lease on the three-story build- 
ing at 509 Main Street, involving an ag- 
gregate rental of $350, 000, and after 
remodeling will occupy the ’puilding as 
another unit in its chain of retail foot- 
wear stores. 
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York Shoe Merchants Honor 
Lee Reineberg 


York, Pa. — Lauding him for his 
clean business methods and an active 
career in civic affairs, members of the 
York Shoe Retailers’ Association bid a 
formal but warm farewell to Lee Reine- 
berg, York shoe merchant, at a testi- 
monial dinner recently, prior to Mr. 
Reineberg’s departure from the city to 
take up a position as manager of a 
large store in Champaign, Ill. Mr. 
Reineberg, who has been a president of 
the local association and who has also 
served as president of the Pennsylvania 
Shoe Retailers’ Association for two 
years, will leave York on April 1 for 
Champaign. 

At the testimonial dinner, the mem- 
bers individually praised Mr. Reineberg 
for his clean business methods, his 
interest in all local activities and for his 
personal character. He has served 
as a president of the York Chamber 
of Commerce and of the York Retail 
Credit Men’s Bureau, as well as on ex- 
ecutive committees of the Kiwanis Club 
and he has been actively associated with 
various social agencies in the city. 

Cal J. Mensch, secretary of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, of which Mr. Reineberg was 
treasurer, spoke briefly at the meeting, 
paying tribute to Mr. Reineberg and 
telling of some of his activities in the 
larger association. It was Mr. Reine- 
berg who suggested the expansion of 
the Pennsylvania association to take in 
the neighboring States and the zoning 
of the United States into nine districts 
with a central association in each dis- 
trict. Mr. Reineberg received a beau- 
tiful desk clock from his associates dur- 


ing the meeting. . 
While in York, Mr. Reineberg han- 





dled the Walk-Over line of shoes. 
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THE  B ee 
— USINESS 
Latest Reports of New Stores, 
Failures, Embarrassments and 
ARO ME i Fib Bankruptcy Proceedings 
Business Changes ot tle ee ae toe 
petition in bankruptcy. 
CALIFORNIA—Los Angeles—Zolkover Bros. NEW YORK—Brooklyn—Mellin Shoe Co., OHIO—Campbell—Christ Tomeff ; boots, shoes, 


(National Clothing Co.) (332 S. Main St.); 
boots, shoes, clothing, etc.; sold to I. & Rose 
Kafka. 

FLORIDA—Jacksonville—Beau Monde Shoes, 
Inc.; boots and shoes; incorporat 

Orlando—Wilson Shoe Co. (not incorporated) 
(Harry S. Wilson, Prop) ; boots and shoes; suc- 
ceeded by Wilson Shoe Co., Inc. 

ILLINOIS—Chicago—The Clark Street Shoe 
Co. (5824 N. Clark St.); boots and shoes; inc. 
authorized capital $20,000. 

INDIANA — Batesville— F. W. Dieckmann ; 
boots and shoes; sold out to E. H. Boese. 

MAINE—Yarmouth—The Abbott Co.; shoe 
manufacturers; inc. authorized capital $10,000. 

MASSACHUSETTS — Boston — Fashion $5 
Bootery, Inc.; boots and shoes; inc. authorized 
capital $100,000. 

Prime Shoe Co.; manufacturers; reported 
Chas. Kaplan and Nathan Snider retired. 

Braintree—Central Shoe Co.; manufacturers ; 
removed. 

Lynn—Century Shoe Co.; manufacturers; 
Abraham Epstein, Treas., retired 

Lynn—Gardner Shoe Co., Inc.; 
ers; recently incorporated. 

Newb rt—Ernest D. Haseltine Co.; shoe 
manufacturers; reported liquidating. 

Salem—Warner Shoe Co.; manufacturers; 
inc. authorized capital $75,000. 

MICHIGAN — Wyandotte — Charles Kohler 
(Economy Shoe Store); boots and shoes; suc- 
ceeded by Kohler & Makalak. 

NEW HAMPSHIRE—Rochester—Leader Shoe 
Co.; manufacturers; recently commened busi- 
ness 

NEW JERSEY—South Ozone Park—Samuel 
a boots and shoes; reported selling or sold 
out. 


manufactur- 


Inc.; boots and shoes; inc. authorized capital 
$20,000. 

New York City—Dufrere, Inc.; boots 
shoes; inc. authorized capital $10,000. 

Joy Bench Made Shoe Manufacturers, 
name changed to Rob Harris, Inc. 

Samuel Klein (109-13 W. Broadway); whole- 
sale shoes; sold or closed out business. 

New York City—Dryzer & Rosenberg, Inc. 
(131-3 Duane St.); wholesale shoes; Murray M. 
Rosenberg retired. 

Lazan Bros., Inc.; boots and shoes; inc. au- 
thorized capital $20,000. 

Triebitz & Handman (69 Avenue B); boots 
and shoes; reported will discontinue here about 
March 1 and remove to Brooklyn. 

NORTH CAROLINA—Charlotte—Mrs. S. R. 
Farris (“Charlotte Dry Goods Co.”’); boots and 
shoes; succeeded by Mrs. Minnie Nosser. 

Shelby—Young Men’s Shop; boots, shoes, etc. ; 
recently commenced business. 

OHIO—St. Marys—M. M. Larkin; boots, 
shoes, etc.; succeeded by M. M. Larkin & Sons. 

PENNSYLVANIA—Carlisle—Niesley & Wen- 
ger (Roy H. Wenger, Prop.); boots and shoes; 
succeeded by P. L. A. Niesley. 


and 


Inc; 


TENNESSEE — Pulaski— Short Bros. and 
Stone; boots, shoes, etc.; Jim Stone retired. 
TEXAS—Dallas—Wilensky & Ornish, Inc.; 


boots, shoes, etc.; sold out to DeShields, Inc. 

VERMONT — Manchester Center — Charles 
Parker; boots and shoes; succeeded by Paul A. 
Leary. 

WEST VIRGINIA—Weston—Hyman Kaplan; 
boots, shoes, etc.; recently commenced business. 

WISCONSIN—Fond du Lac—American Lea. 
Corporation; incorpora 

“Lake Geneva—J. E. Baer ; boots, shoes, etc. ; 
succeeded by Bucknall’s Store for Men. 








Failures, Embarrassments, Etc. 


ALABAMA — Birmingham — Cinderella Shoe 
Co.; boots and shoes; reported offering to com- 
promise at 25 per cent. 

Mobile—Harry Bennett; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

CALIFORNIA — Los Angeles—Thomas J. 
Pooser; boots, shoes, etc.; reported assigned. 

San Francisco—Austin Shoe Co.; boots and 


shoes; reported petition in bankruptcy. 
CONNECTICUT—Bristol—Harry Karp (La- 
Belle Shoe Co.) ; boots and shoes; reported as- 
signed. 
Torrington—Morris W. Smith; boots and 


shoes ; reported offering to compromise at 33 1-3 
per cent. 

ILLINOIS—Chic: 
ham Bootery) (2906 E. 
tion in bankruptcy. 

Oak Park—Harry Applebaum (Pleasant Boot 
Shop) (126 Wisconsin St.) ; reported assigned. 

INDIANA—Indianapolis—Jud R. McCarthy ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

KANSAS—Sublette—S. I. Bradshaw (Sublette 
Toggery); boots and shoes; reported petition 
in bankruptcy. 

LOUISIANA — Shreveport — Jo 
(“The Leader’); boots, shoes, 
petition in bankruptcy. 

MASSACHUSETTS—Boston—Boston Novelty 
Shoe Co.; manufacturers; reported assigned. 

Fall River—Pare Bros.; boots and shoes; re- 
ported petition in bankruptcy. 

Newburyport—F. E. Adams Shoe Co.; shoe 
manufacturers; reported assigned to C. G. Ellis. 

MICHIGAN—Dearborn—Petrak’s, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

Detroit—Kahrnoff Bros.; boots, shoes, 
reported petition in bankruptcy. 


(Chelten- 
reported peti- 


N. Dispensa 
79th St.); 


Kosakofsky 
etc.; reported 


ete.; 
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Jackson—Joseph D. Furman; boots, shoes, 
etc.; reported petition in bankruptcy. 

Pontiac—Lenhoff Clo. Co., Inc.; boots, shoes, 
etc.; reported petition in bankruptcy. 

MINNESOTA — Eveleth— Mrs. D. Jerome; 
boots, shoes, etc.; reported offering to com- 
promise at 25 per cent. 

Mankato—Baxter & Riffle; boots and shoes; 
reported offering to compromise at 50 per cent. 


MISSOURI—Aurora—New Hub Store (J. C. 
Roberts, Prop.); boots, shoes, etc.; reported 
assigned. 

Joplin—Leader Clo. Co.; boots, shoes, etc. ; 


reported petition in bankruptcy. 

NEW JERSEY—Jersey City—John Malkinson 
(256 Newark Ave.); boots and shoes; reported 
petition in bankruptcy. 

Newark—Samuel Goldstein; boots and shoes; 
reported called meeting of creditors. 

West New York—I. Schultz, Inc.; boots and 
shoes; reported receiver appointed. 

NEW YORK—Brooklyn—Triumph Shoe Co., 
Inc.; shoe manufacturers; reported asking gen- 
eral extension. 

Nathan Chairney (101 Graham Ave.); boots 
and shoes; reported cailed meeting of creditors. 

Buffalo—Silver’s Boot Shop (E. Silverberg & 
A. Falk) ; boots and shoes, etc. ; reported assigned. 

Casadaga—Stanford & Sears; boots, shoes, 
etc.; reported petition in bankruptcy. 

New York City—Barney S. Bonaventure, Inc. ; 
(225 W. 42nd St.); boots, shoes, etc.; reported 
called meeting of creditors. 

Poughkeepsie—Joseph Bernstein (Vassar Boot 
Shop); boots and shoes; reported petition in 
bankruptcy. 

NORTH CAROLINA — Charlotte — French 
Shoppe, Inc.; boots and shoes; reported receiver 
applied for. 

Durham—C. W. Kendall; boots, shoes, etc. ; 
reported petition in bankruptcy. 
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ete.; reported petition in bankruptcy. 

Columbus — Burton M. Huff (Huff's Shoe 
Store); boots and shoes; reported receiver ap- 
pointed. 

Dover—J. J. Jenkins; boots, 
ported petition in bankruptcy. 

Mansfield—Philip Rosenbaum; boots, shoes, 
etc.; reported petition in bankruptcy; reported 
receiver appointed. 

PENNSYLVANIA — Bangor (Bethlehem) — 
Harry Cohen; boots, shoes, etc.; reported offer- 
ing to compromise at 20 per cent. 

Olyphant—Anna Adelman; boots and shoes; 
reported offering to compromise at 15 per cent. 

TEN NESSEE—Chattanooga—Seigel’s Vanity 
Boot Shop; boots and shoes; reported petition 
in bankruptcy. 

TEXAS—Waco—Boone & Tischer; 
shoes; reported assigned. 


shoes, etc.; re- 


boots and 








New Shoe Dealers 


New York, N. Y.—La Rouse Bootery, 4711 
13th Ave. 

New York, N. Y.—Champion Shoe Mfg. Co. 
Fort Wayne, Ind.—Robert Koerber, Inc., 818- 
20 Calhoun St. 

Salem, Mass.— 
t. 


Sycle Shoe Co., Inc., Goodhue 


2 Chelsea, Mass.—Levins Shoe Co., 171 Spruce 
. 

Lowell, Mass.—I. H. Morse Shoe Stores, Inc. 
Glendora, Cal.—J. E. Bailey, 149 N. Michigan 
ve. 


Boston, Mass.—E. W. Burt & Co., 20 Brom- 
field St. 

La Feria, Tex.—E. V. Gonzalez, Dunlap Bldg. 

Donelson, Tenn.—Donelson Cash Store. 

Hollywood, Cal.—Lamme’s Cut Rate Haber- 
dashery, 5630 Melrose Ave. 

Roxbury, Mass.—Bensil Shoe Shop, 1136 Col- 
umbus Ave. 

Stonington, Maine—Gray’s Dry Goods Co. 

Halls, Tenn.—Red & White Store. 

New York, N. Y.—Wear-Rite Slipper Co., 34 
W. 27th St. 

New York, N. Y.—Regina Shoe Co., Inc. 

New York, N. Y.—Footcraft Boot Shop, Inc. 


Dover, Del.—Betsy Ross Shoe Corp. 

Marion, Ohio—J. G. Kline Co., 188 Center St. 

Youngstown, Ohio—J. G. Kline Co., 120-28 E. 
Federal St. 

Ashtabula, Ohio—Rennick-Cook Co. 

Milwaukee, Wis.—Fashion Bootery, Inc. 
Sonora, Ariz.—M. Robles Commercial Co., Inc. 
Kirkland, Wash.—National Supply Co. 

Lynn, Mass.—Farina-Chavez Shoe Co., Lynn, 
Mass. 

Pinon, N. M.—Pinon Mercantile Co. 
. Lynn, Mass.—Lynco Shoe Mfg. Co., 65 Willow 
t. 

Grove City, Pa.—Peoples Busy Shoe Stores. 

Rogersville, Ky.—Bailey Owens. 

Ithaca, N. Y.—lIthaca Shoe Co., Inc. 
Lonsdale, Minn.—John A. Lepeska. 

Salem, 8S. D.—A. J. Rauk. 

Fairview, 8S. D.—Morris Wissett. 

Forest City. 8S. D.—Long Brothers. 

Stratfors, S. D.—E. L. Russell. 

Levin, 3524 E. 


Los Angeles, Cal.—Michael A. 
Ist St. 
Fremont, Neb.—Gamble-Skogmo, Inc. 
North Bend, Neb.—The Bargain Center. 
Hildreth, Neb.—John K. Richardson. 
Howells, Neb.—John A. Stangel. 
West Point, Neb.—E. J. Bramberger. 
Sutton, Neb.—Geffen’s. 
Chadron, Neb.—Golden Eagle Store. 
Bear Lake, Mich.—H. C. Sorenson. 
Portland, Ore.—Unique Shoe Service. 
Everett, Wash.—David Poplack, 2902 Wetmore 


Ave. 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot ANnpD 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


A MONTH’S WORK 
on MERCHANDISING 


HERE are certain fundamental 

modern problems in shoe store oper- 
ation. Every merchant needs them if he 
is to be successful in 1930. One of the 
most serious undertakings on our part 
is to build, in 1930, for a decade of bet- 
ter shoe years. For months Murray C. 
French has been preparing a series: 
“Adventures in Shoe Merchandising.” 
You cannot afford to miss reading the 
five scheduled for March. 

March 1—“What Price Profit?” 
There are only four ways to increase 
profit: 

1. Greater volume with the same 
expense. 

2. Less expense with the same vol- 
ume. 

> Fewer mark downs. 
Greater original mark up. 

Which? 

March 8—“Accurate Stock Records 
Decrease Mistakes.” A system inex- 
pensive and simple. It is the basis of a 
new buying budget for every merchant 
—for if he wants to buy intelligently he 
must first know accurately what has 
been sold and why. 

March 15—“Why Advertise?” Ad- 
vertising should create the impression 
that the store is full of bright new 
goods. The hard sellers must be pushed 
inside the store, but it is dangerous to 
show them too often in the newspaper. 
People are quick to recognize “distress 
merchandise.” 

March 22—“Thar’s Gold In Them 
Thar Odds and Ends.” P. M. the old- 
est stock, reduce prices and all that, 
but nevertheless the average salesman 
has nothing but contempt in his heart 
for the odds and ends. We hope to 
change the boys’ viewpoint toward old 
stock. 

March 29—‘“Personal Trade—It’s 
Good Unless It’s Spoiled.” It is much 
easier to make a friend of a customer 
than to make a customer of a friend. 
How to help a store salesman to estab- 
lish a reputation from a shoe stand- 
point first and foremost even though 
he rates high in the fox-trot and the 
Ford roadster. This is great stuff for 
the small town store. 













@ 4idden 


Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 


The hidden strength of every shoe tip is the box toe. That character and 


distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Largest manufacturers of Box Toes in the World 


Statler Building Beston. Mass. 
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